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To open doors to sales, it is often necessary first to open minds to facts. 
Easily one of the most successful “mind openers” in the insurance business 
is Penn Mutual’s informative handbook shown above. 


Back of Your an ~ 
Independence Listing costs at hundreds of colleges, and outlining a plan to meet them 
Stands The 


PENN MUTUAL through life insurance, this is the latest edition of a publication first introduced 
am in 1937. Several hundred thousand copies have demonstrated its value. . . 
both as a creator of good will and a maker of sales . . . opening doors and 


minds to Penn Mutual underwriters in every part of the country. : 





This is just one of the ways in which Penn Mutual is at work, constantly, 
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to help its underwriters to work more effectively, more productively. 
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THE PENN MUTUAL LIFE INSURANCE COMPANY « Independence Square, Philadelphia, Pa. 
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McLain Chairman, 


Cameron President 
of Guardian Life 


Conklin, Lyons Get New 
Titles and Are Elected 
to Board of Directors 


NEW YORK—James A McLain, 
president of Guardian life since 1940, 
was elected Wednesday to the newly 
created position of chairman and John 





James A Mclain John L. Cameron 


L. Cameron, vice-president and a di- 
rector since 1943, was elected presi- 
dent. , 

Mr. McLain continues as chief ex- 
ecutive officer and Mr. Cameron will 
be chief administrative officer. 

George T. Conklin Jr., financial 
vice-president since 1953, and Daniel 
J. Lyons, administrative vice-presi- 
dent since 1954, were elected directors 
and were also elected vice-presidents. 
Mr. Conklin will be chairman of the 
finance committee and responsible for 
investment operations. Mr. Lyons will 
be chairman of the insurance commit- 
tee and responsible for insurance op- 
erations. 

A third new director is Dean Wil- 
liam C. Warren of the Columbia uni- 
versity law faculty. He was connected 
with prominent law firms in New 
York City and Cleveland before be- 
coming dean of the Columbia law 
faculty in 1953. 

Mr. McLain went into the life in- 
surance business in Minneapolis in 
1916 and joined Guardian as an agency 
assistant after being discharged from 
the army and graduating from the 
first life insurance salesmanship class 
of Carnegie Institute of Technology. 
After successive promotions he be- 
came agency vice-president. He was 
elected vice-president and a director 
in 1930. 

Mr. McLain has served as president 
of American Life Convention; presi- 
dent and a director of Insurance In- 
stitute of America; a director of Life 
Insurance Assn. of America, Insur- 
ance Society of New York, and Insur- 
ance Federation of New York; and a 
trustee of Life Underwriter Training 
Council. He recently completed two 
successive terms as president of New 
York State Chamber of Commerce. He 
ls a trustee of Central Savings Bank 
of New York and president of the 
School Art League of New York. 

Mr. Cameron entered life insurance 

(CONTINUED ON PAGE 15) 


Broker Loses Suit 
on Mass. Employes 
Group Life Case 


BOSTON—Federal Judge Ford has 
allowed defendents’ motion to dismiss 
the suit brought by J. Thomas Miley, 
Boston broker who sued eight Massa- 
chusetts group insurers under the 
Sherman Anti-Trust act on the ground 
that they conspired to get the State 
of Massachusetts to insure its em- 
ployes with the eight companies by 
permitting them to revise their bids 
down to that of Minnesota Mutual, 
which Mr. Miley represented. 

Minnesota Mutual, which was not a 
party to the suit, had bid 90 cents per 
$1,000 on the life coverage but the 
companies licensed in New York, 
which included all but Boston Mutual, 
couldn’t go below the New York-pre- 
scribed minimum of $1.20 without 
jeopardizing their New York licenses. 
To meet Minnesota Mutual’s low bid 
of 90 cents, the companies arranged 
with Boston Mutual to enter the group 
business, insure the group at 90 cents, 
and cede 95% of it to the other seven 
companies. 

Judge Ford pointed out that the 
state commission handling the insur- 
ance was not required to invite bids 
or give the business to the lowest bid- 
der. Moreover, even if what was done 
would under other circumstances con- 
stitute a violation of the Sherman act, 
it was done under state law and pub- 
lic law 15 expressly provides that the 
state law shall apply, Judge Ford said. 
Even if the best rate the state had 
been able to get from a local company 
had been higher than the rate in de- 
termining Minnesota Mutual, “it could 
still have considered other factors than 
the rate in determining what would 
be in the best interest of the common- 
wealth and its employes. For various 
reasons it could have preferred to deal 
with a Massachusetts company rather 
than one from another state.” The 
judge also said “the injuries alleged 
are remote and speculative.” 


Chicago Assn. Enlarges 
Campaign on ‘Wild, 
Wooly’ Double Dollar 


The board of Chicago Life Under- 
writers Assn., which recently em- 
barked on a program designed to edu- 
cate its members to the weaknesses of 
the double dollar plan and the reasons 
why such a plan is not in the public 
interest, extended that program in the 
past week by sending a statement’ of 
policy to the public press and to all 
heads of banks and savings and loan 
associations in Cook and Du Page 
counties. 

In a letter to bank presidents, Dan 
A. Kaufman, Northwestern Mutual 
Life, president of the Chicago associ- 
ation, said the association’s great con- 
cern to the double dollar plan is based 
on three considerations: 


1. “From the standpoint of most un- 
derwriters this plan is unsound and 
the rate structure which is based on 
actual cost, plus loading, will have to 
be substantially increased as experi- 
ence develops. 

2. “Each new plan that has been 
announced appears to be wilder and 
woolier than previous ones and con- 
cern arises about what this will ulti- 
mately do to the reputation of life 
insurance. Some of these plans may 
fall of their own weight and be hurtful 
to the bank and to the high regard 
which the public holds for life insur- 
ance. 

3. “Life agents, and also a substan- 
tial majority of the banks which have 
written to us, feel that if banks will 
increase interest rates rather than us- 
ing stripped-down life insurance gim- 
micks to attract depositors, that all 
concerned will be better off.” 

The double dollar plan, various ver- 
sions of which are in effect at four 
Chicago banks, offers term life insur- 
ance to match the savings of depositors 
up to a specified amount. A fifth bank 
is reported to be considering the plan. 








Late News Bulletins... 








Pru Acquires Site for Boston Home Office 


BOSTON—Prudential has acquired a 2814-acre site for a new home office 
in the back bay section here. The land was bought for $5 million from Boston 
& Albany railroad and its parent company, New York Central railroad. The 
tract now is the site of Boston & Albany’s back bay railroad yards. The rail- 
road will have an easement through the property for underground tracks. An 
easement also will be granted to Massachusetts Turnpike authority in case it 
decides to construct a spur highway through the lane. Prudential also has an 
option to purchase Mechanics building adjoining the railroad yards and an 
agreement with the Christian Science church for aquiring another parcel. 
The three pieces will total 31144 acres. Detailed plans for the new home office 


will be announced soon. 


FTC Files 2nd Brief in American H.&L. Case 


WASHINGTON—Federal Trade Commission has filed a second brief in the 
American Hospital & Life case in which it attempts to answer the brief of 
American H. & L. and the amicus curiae briefs filed by interested organizations 
with the federal court of appeals at New Orleans. 

Arguments are scheduled for Jan. 29. The new FTC brief does little more 
than restate the arguments advanced recently in the National Casualty case, 
in which FTC contended that Congress in Public Law 15 meant to make the 
Federal Trade Commission act applicable to interstate insurance business after 
the temporary moratorium had expired. 


C. W. Dow Resigns 
as President of 
Equitable Society 


R. D. Murphy, Chairman and 
Chief Executive, Agrees to 
Take on Presidency as Well 
NEW YORK—Charles W. Dow, pres- 


ident of Equitable Society since last 
February and a director since 1954, 





Charles W. Dow Ray D. Murphy 


has resigned and has asked that his 
name not be considered for either post 
at the annual meeting Feb. 21. 

The board of directors asked Ray 
D. Murphy, chairman and chief exec- 
utive officer, to assume the duties oi 
both chairman and president. He has 
agreed to do so. 

Mr. Dow’s resignation, it was stated. 
was due to “differences with the 
board on matters of organization 
structure which have been under dis- 
cussion for some weeks.” There was 
no amplification of this statement. 

Mr. Dow, who is 54, had been senior 
vice-president in charge of the in- 
vestment department prior to his elec- 
tion as president last year. He joined 
Equitable as a security analyst in 1935 
and in 1942 became manager of indus- 
.trial. securities. He was named 2nd 
vice-president in 1949, vice-president 
in 1951, and senior vice-president in 
1953. 

In accepting Mr. Dow’s resignation 
the board adopted a resoltuion expres- 
sing appreciation of his services to the 
company and stating the board’s “‘gooc 
wishes for his continued success in 
the years ahead.” 


Introduce Variable 
Annuity Bills Again 
in N. J. Legislature 


Three bills to permit the sale of 
variable annuities in New Jersey have 
been introduced in the state assembly 
by Assemblymen Cundari, Goff and 
Mosch, Republicans of Essex county. 

The bills are similar to those which 
were introduced by the same assem- 
blymen last year, passed the assembly. 
went through a senate hearing, bui 
failed to win enough support to reack 
the senate floor. Two years ago, then 
Assemblyman Barnes, Essex’ Repub- 
lican, introduced variable annuity leg- 
islation which met with even less suc- 
cess. 

Prudential, which wants to writc 
variable annuity contracts, is backing 
the bills. 
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Metcalf Proposals 
on A&S in New York 


Stir Deep Concern 


NEW YORK—The weirdly unrealis- 
tic proposals on medical, hospital and 
surgical coverages made by the Met- 
calf committee of the New York leg- 
islature are causing much concern 
among insurers writing these cover- 
ages. 

The proposed bills framed by this 
joint committee on health insurance 
would permit these types of coverage 
to be written only on a guaranteed 
cost, guaranteed renewable and non- 
cancellable basis. Group coverages 
would have to contain a conversion 
privilege. permitting a withdrawing 
employe the right to individual cover- 
age with benefits at least 75% of those 
in the group contract and at a rate not 
more than 25% greater than the aver- 
age group rate. The policy so obtained 
would also be guaranteed renewable 
and non-cancellable. 

There would also be a _ provision 
that group insurers could not invoke 
the right to use evidence of health ex- 
cept for those failing to sign up with 
the group plan within the usual initial 
period of 30 days or so. 

It is expected that the Metcalf com- 
mittee will hold hearings within the 
next few weeks. 

If proposals such as the committee 
seeks were to be enacted they would 
at best stifle experimentation and 
force insurers to confine themselves to 
the simplest types of coverage. At 
worst, the companies might find it im- 
possible to write these coverages in 
New York. This would presumably 
give rise to a demand for the setting 
up of a state fund. 

So far as can be determined, the 
Metcalf committee proposals have 
little support in the legislature. But 
insurance experts in this field are 
mindful of how easy it is to generate 
popular pressures that could force the 
legislature to take action. Health in- 
surance is of interest to just about 


everybody. The Metcalf committee has 
been very successful in getting good 
newspaper publicity. The committee 
has backed into its over-all proposal by 
saying that the problem of getting 
health insurance for the aged is to 
prohibit the writing of hospital, surgi- 
cal and medical policies except on a 
guaranteed renewable, lifetime cover- 
age basis, like permanent forms of life 
insurance. 











Arthur L. Sullivan, left, Fidelity 
Mutual Life, the new president of New 
York City Life Managers Assn., re- 
ceives the symbol of office from his 
predecessor, Wheeler H. King, New 
England Life, at the annual dinner 
meeting in honor of the association’s 
past presidents. 

In addition to Mr. King, who acted 
as toastmaster, speakers included Mr. 
Sullivan, Julian S. Myrick, Mutual of 
New York, New York City, chairman 
of American College, and Insurance 
Superintendent Holz of New York, who 
expressed opposition to having vari- 
able annuities sold by companies that 
also sell life insurance. 

Mr. King introduced the associa- 
tion’s officers and all the past presi- 
dents who were on hand. Besides Mr. 
Myrick, who was president 1929-31, 
nine were present. 





Horace Greeley said: 


expansion programs. 
FAR AHEAD OF COMPETITION 


money making possibilities. 
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“GO WEST YOUNG MAN, GO WEST.” 


And For Peace, Prosperity, Health, Happiness it's American Buyers 
and the ‘Valley of the Sun,"’ Phoenix, Arizona. 


MORE OPPORTUNITY FOR GENERAL AGENTS 


We're growing and it will pay you to investigate our phenomenal 


ABC's contracts have advantageous selling features, with unusual 
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L. F. E. Burges, Executive Vice President 
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Predict Life Sales 
Will Run 10 to 20% 
Greater This Year 


LIAMA Annual Survey Shows 
96 Out of 100 Sales V-Ps 
Expect Greater Total Sales 


Life insurance sales will be 10 to 
20% greater this year than in 1956 
when they 
reached a record 
$55 billion, in the 
opinion of U. S. 
and Canadian 
sales executives 
who reported to 
LIAMA on their 
marketing plans 
for 1957. 

Ninety-six out 
of 100 sales vice- 
presidents pre- 
dicted that total 
life sales for their 
companies will be greater than last 
year. Three out of four looked for in- 
creases from 10 to 20%. 

Frederic M. Peirce, managing direc- 
tor of LIAMA, said that “while most 
of our sales executives feel 1957 can 
be an even better year for life insur- 
ance than 1956, they are not content 
merely to ride the tide of expected 
high business activity Instead 
they disclose a range of expansion 
plans more ambitious than a year 
ago.” 

Analyzing last year’s results, Mr. 
Peirce noted that at the start of 1956, 
a majority of sales executives pre- 
dicted a 15% increase in their com- 
pany sales for the year. Interestingly 
enough, he said, this turned out to 
be the exact percentage increase 
achieved by the business as a whole 
during the year. 

Although individual company pre- 
dictions are for continued growth of 
all forms of life insurance, sales offi- 
cers expect the largest percentage 
gains will be in group life and in indi- 
vidual A&S. A majority predicted 
company gains from 10 to 25% for the 
two lines. 

A net gain of 10% is expected in the 
number of full-time career agents 
with four out of five companies plan- 
ning a more intensive recruiting ef- 
fort this year. This added manpower 
will help to staff the new sales agen- 
cies that 88% of the companies plan to 
open. Nearly half the companies wiil 
expand their services into additional 
states or provinces. 

One out of five companies plans to 
add at least one new line during the 
year, with the greatest number adding 
some form of A&S. More than half 
have plans to offer one or more new 
contracts. 

Mr. Peirce commented on plans to 
plans to provide better service to the 
public. More companies than last year 
will place emphasis on training and 
developing qualified managers, as well 
as agents. 

One out of four companies revealed 
new plans for further reduction of dis- 
tribution costs, and one out of five 
plans to improve communications with 
policyholders and the public. 

A majority are budgeting at least 
10% more money for sales promotion 
and nearly half are increasing their 
advertising appropriation. 

Among prominent reasons given for 
advertising increases were new cam- 





Frederic M. Peirce 


—= 


paigns in newspapers and newspape 
supplements. Several companies wi) 
introduce cooperative advertising pro. 
grams for use by agents in their on 
newspapers. 

This was LIAMA’s third annuj 
business forecast survey. 





Three Lincoln National 
Officers Named to Board 


of Dominion of Canada 


Dominion Life of Canada, in whic, 
majority interest was bought recently 
by Lincoln National Life, has electe 
Edward D. Auer a Lincoln Nationa 
vice-president, as chairman of 
board and A. S. Upton as president. Mr 
Upton has been vice-president anj 
managing director of Dominion sing 
1949 and will continue as managi 
director in addition to his presidentia| 
duties. Three other directors electe 
are Henry F. Rood, Ronald G. Stagg 
and Carl A. Pollock. Mr. Rood is vice. 
president and actuary and Mr. Sta 
vice-president of Lincoln National, 

Mr. Pollock is president of Dominion 
Electrchome Industries, Ltd. of Kitch. 
ener, Ont. 

Lincoln National paid $1,975 a share 
in its purchase of the majority of Dom. 
inion’s total shares, which number 
4,000, not 400,000 as incurrectly re. 
ported in the Jan. 18 issue. Dominion 
continues as an independent company, 
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of NW Nat'l.: Changes 
Hinge on Sale Attempt 


MINNEAPOLIS—Two directors of 


Northwestern National Life, who were | 


active in the un- 
successful move- 


control of North- 
western to Great 
Southern Life of 
Texas, have re- 
signed. They are 
George W. Wells, 
former president 
of Northwestern, 
and J. Fred Scho- 
ellkopf of Dallas. 
Elected to succeed 
Mr. Wells is Con- 
ley Brooks executive vice-president of 
Brooks-Scanlon, Inc., nationally known 





Conley Brooks 


timber firm with headquarters in § 


Minneapolis. Mr. Brooks is one of the 
group of Minneapolis business men 
who raised funds to buy into North- 
western in order to keep control of the 
company in Minneapolis. 

Mr. Schoellkopf and another North- 
western director, B. F. Houston, also of 
Dallas, have disposed of their stock in 


Northwestern, but Mr. Houston con- | 
tinues as a director of the company. | 


Mr. Houston is vice-president of Dal- 
las Union Securities, Inc., which acted 
in behalf of Great Southern Life in 
the offer to buy control of Northwest- 
ern. 

The annual meeting of Northwestern 
National Life will be Jan. 28. 

Two other directors recently elected 
to the Northwestern board were Harry 
E. Atwood, executive vice-president of 
the company, and Leonard G. Carpen- 
ter, president of McCloud River Lum- 
ber Co. They fill vacancies created by 
the resignations of Daniel F. Bull and 
Paul V. Eames. Both Mr. Bull and Mr. 
Eames were reported as friendly to 
the aims of the present Northwestern 
management to keep control of the 
company in Minnesota. Mr. Bull, a 
director since 1940, resigned in antici- 
pation of his impending retirement. 
Mr. Eames, a director since 1945, had 
asked to retire earlier this year but had 
been prevailed upon to serve until the 
end of 1956. 
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A&S Benefits Climb 


to $1.5 Billion in 


Nine Months of ‘56 


Americans covered by health poli- 
cies written by insurance companies 
received during the first nine months 
of 1956 benefits totaling $1.5 billion, 
up 18%, according to Health Insur- 
ance Institute. This figure is based on 
a survey of U. S. companies writing 
health coverages. 

Persons with group health policies 
received $1.1 billion in benefits, up 
19.6%, while those with individual 
contracts received $450 million, up 
12.5%. 

Hospital expense payments totaled 
$669 million, including basic and ma- 
jor medical, with $488 million going 
to persons under group programs and 
$181 million to those with individual 
policies. 

Surgical expense benefits totaled 
$273 million, including basic and ma- 
jor medical, with $216 million going 
to persons with group policies and 
$57 million to those with individual 
contracts. 

To help cover the cost of medical 
care and treatment other than surgery, 
the companies paid $48 million under 
medical expense and major medical 
expense contracts. Benefits for group 
medical policies amounted to $40 mil- 
lion, while payments under individual 
policies totaled $8 million. 

Payments under policies for loss of 
income due to sickness or disability 
came to $519 million, $337 million 
paid under group plans and $181 mil- 
lion under individual contracts. 

Persons under major medical ex- 
pense policies alone received $44 mil- 
lion, with $42 million going to those 
under group plans and $2 million to 
individual policyholders. 

In disclosing the results of the sur- 
vey, the institute said the continued 
growth of voluntary health insurance 
demonstrates the need and desire of 
people to protect themselves against 
the cost of illness. There are 60 mil- 
lion persons covered by some form of 
health insurance through insurance 
company programs. This is over half 
the total insured population. 

The institute in the Jan. 12 issue of 
Editor & Publisher ran what it called 
its “Opening Announcement” to the 
publishing industry, explaining that 
HII has been established as a central 
source of information for the public 
by the insurance companies who write 
health policies. 

“The need for some such centralized 
source of information springs from the 
amazing growth of voluntary health 
insurance in recent years,” the an- 
nouncement states. 

“In 1946, just 10 years ago, only 
about 14 million Americans were pro- 
tected by any form of the four types 





Up-to-Date Hand-Book 
of Ga. & Ala. Ready 


A new Underwriters’ Hand-Book 
of Georgia and Alabama has just 
been published by The National 
Underwriter Company. It provides 
complete and up-to-date informa- 
tion on the agencies, companies, 
field men, general agents, groups 
and other organizations affiliated 
with insurance throughout the two 
states. Copies of the new Georgia 
and Alabama Hand-Book may be 
obtained from the National Under- 
writer Company, 420 East Fourth 
street, Cincinnati 2, Ohio. Price 
$12.50 each. 
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SHOW 1956 INSURANCE RESULTS 














1956 1955 

New Life New Life Life Ins. Life Ins. 

Increase in Increase in 

Ins. Bus. Ins. Bus. In Force In = 

$ 3 

Berkshire Life .........cccccsssscssceceessseeee 53,906,127 48,942,431 27,750,961 22,691,320 
Business Men’s ASSUTL.  ......cccsee 285,870,9701« 240,834,913'# 154,436,261 141,048,567 
Crown Life 623,748 251,787,171 193,449,530 183,836,571 
Indianapolis Life 47,779,824 41,463,567 23,141,365 21,898,283 
Great-West Life _......... 408,906,984 311,948,355 333,649,471 226,434,437 
Minnesota Mutual Life 269,392,997 295,620,666- 161,756,482 199,486,872 
Monumental Life _....... 131,469,511 113,819,047 61,399, 55,983,285 
Northwestern Mutual 737,671,422 634,456,003 468,370,453 382,931,404 
Northwestern Life, Wash. w. 19,887,738" 13,059,591" 10,375,453 7,172,662 
Ohio National Life ............ 140,753,342 123,886,530 79,715,367 67,989,152 
Provident L & A 329,051,574 273,351,079 260,514,283 272,434,796 
Souchland Life cccseeesseseeeeeees 199,888,718» 185,302,304*> 93,433,540 93,653,413 


$23,294,834. 
aNew business figures do not include Federal 
1955: $13,601,082, $17,196,108. 


Employees’ Group Life Insurance for 1956 and 


bNew business figures include assumed reinsurance for 1956 and 1955: $4,530,583, $3,828,681. 








of health insurance—hospital, surgical, 
medical, or a ldss-of-income—written 
by insurance companies. By mid 1956, 
figures showed that 60 million people 
have hospital protection, 57 million 
surgical protection, 25 million protec- 
tion against medical expenses, and 30 
million have loss-of-income insurance 

. all covered by insurance compa- 
nies. 

“This is a big story, a dramatic 
story, reflecting the determination of 
the American people to help protect 
themselves against the expenses and 
financial losses incurred through ill- 
ness and injury. Because insurance 
companies have played such an im- 
portant part in this story, we hope to 
interpret their role not only in the 
striking advances that have _ been 
made, but in the equally exciting pro- 
gress ahead.” § 





Assurance of Los Angeles, the new 
life company subsidiary of Pacific Fi- 
nance, has changed its name to Pacific 
Fidelity Life. 


NY Life Ordinary - 
Sales for ‘56 Top 
$2-Billion Mark 


New York Life’s sales of ordinary 
in 1956 were $2,041,384,780, up 13.4% 
over its previous record, set in 1955. 

Group life sales were $458,200,083, 
up 27%. 

Combined sales totaled $2,499,584,- 
683, up 15.6%. This figure includes 
sales of $88,506,000 on the new em- 
ploye protection plan—group life cases 
on five to 50 lives. Premiums from it 


amounted to $2,506,938. 


Group life and A&S premiums were 
$14,629,000 in 1956, compared with 
$12,144,043 in the previous year. Per- 
sonal A&S also reached a new high, 
with $2,780,913 in premiums in 1956 as 
compared with $1,806,491 in 1955. 

In 1956 New York Life completed 
28 group annuity contracts with pre- 
miums of $2,239,511. 


COMMONWEALTH 
LIFE 


INSURANCE 








COMPANY 


° Congratulations to all our Field- 
° men for their splendid efforts 


e last year. As a result, Common- 
* wealth ended the year 1956 
e with more than one billion dol- 


lars of life insurance in force! 


HOME OFFICE: 


I) Louisville 


The Tallest, Finest Office 
Building in Kentucky 


Commonwealth Building 


Complete Program 
for HIA Group 
Parley at Chicago 


The program has been completed for 
the first group insurance forum of 
Health Insurance Assn. at the Drake 
hotel, Chicago, Feb. 4-6. 

Registration will begin Sunday af- 
ternoon, Feb. 3, and the detailed pro- 
gram, beginning Monday morning is: 

Monday, Feb. 4 


9:45 a.m.—General session, R. C. Knoblock, 
Washington National presiding. Introductory 
remarks by J. E. Hellgren, Lumbermens Mu- 
tual Casualty, chairman of HIA group commit- 
tee. Resume of HIA activities during 1956-57 
by E. J. Faulkner, Woodmen Accident & Life, 
president of HIA: Report from Washington by 
Robert R. Neal, general manager of HIA. Re- 
port on current health insurance picture in 
Canada by Bruce R. Power, Canadian Life In- 
surance Officers Assn. Talk on the group busi- 
ness in 1957 by C. Manton Eddy, Connecticut 
General Life. *« 

12:30 p.m.—Annual group luncheon, Richard 
J. Jones, Pilot Life, presiding. Speaker, Harry 
Stuhldreher, U. S. Steel Corp. 

2:30 p.m.—General session, with J. B. Don- 
nally, Pan-American Life, presiding. ‘‘Building 
Public Relations’’ by Holgar Johnson, presi- 
dent of Institute of Life Insurance. Panel on 
comprehensive major medical expense with 
Ray McCullough, Equitable Society; Joseph 
Moran, New York Life, and Gordon N. Far- 
quhar, Aetna Life, participating. 

5:30 p.m.—Reception 

Tuesday, Feb. 5 


8 a.m. to 10:30 a.m.—Breakfast workshop 
sessions. Topics and moderatores are: 

Trade association group, Sherman M. Jen- 
son, American United Life. ‘ 

Professional association srQup, Robert S. 
Finley, Washington National. 

Coverage on retired employes and rural cov- 
erage, R. F. Froehlke, Hardware Mutual Cas- 
ualty. 

Group reserve considerations, Harold V. Ly- 
ons, State tual Life. 

Streamlining administrative processes, Hugh 
F. Hughes;*Nationwide Mutual. 

Controlling the cost of health insurance, L. 
A. Orsini, assistant director of information and 
research of HIA. 

School insurance, Robert E. Warren, Secur- 
icy Life & Accident. 

Group health conversions, C. M. Barricklow, 
Business Men’s Assurance. 

Credit group Kenneth D. Saunders, 
tinental Casualty. 

Present trends in group underwriting, Fred 
W. Clark, Lincoln National Life. 

10:45 a.m.—General session with Mr. Knob- 
lock presiding. ‘‘Let the Buyer Beware” by S. 
P. Hutchison, Washington National. A talk on 
the impact of federal interest on welfare 
funds by C. H. Cookey, Occidental Life of Cal- 
ifornia. 

12:30 p.m.—Informal buffet luncheon. 

2:15 p.m.—General session with Loring P. 
Gillespie, Fireman’s Fund, presiding. Panel on 
small group business, the new look, with F. T. 
Googins Jr., Massachusetts Mutual Life; 
George I. Hilliard, North American Life & 
Casualty, and D. E. Watts, Confederation Life, 
participating. Panel on sales promotion with 
Paul Troth, New York Life; Charles R. Cor- 
coran, Equitable Society, and James T. Mc- 
Crystal, Home Life, participating. 

Wednesday, Feb. 6 


8 a.m. to 10:30 a.m.—Repeat performances of 
the breakfast workshop sessions. 

10:45 a.m.—General session with Charles G. 
Hill, Massachusetts Mutual Life, presiding. A 
question and answer period with a panel con- 
sisting of John W. Crews, Benefit Assn. of 
Railway Employees; Emil E. Brill, General 
American Life; Herbert J. Stark, Metropolitan 
Life; George H. Hipp, Liberty Life, and Edwin 
A. Erickson, Nationwide Mutual, participating. 


Con- 





Joint Underwriting Committee 


to Meet in Washington, D. C. 

The joint education examination 
committee of the two home office un- 
derwriting organizations—Institute of 
Home Office Underwriters and Home 
Office Underwriters Assn.—will hold 
its first combined meeting Feb. 8 at 
the Statler hotel, Washington, D. C. 
Ward H. Beall, underwriting, vice- 
president of North American Life & 
Casualty, is joint chairman of this 
committee. 


Edwin B. Grant, New York Life, 
Springfield, led in Illinois last month 
in the sale of group employe protection 
plans. 
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~heffield Owen on 
NALU Midyear Card 


WASHINGTON—W. Sheffield Ow- 
en, agency vice-president of Life of 
Georgia, will be the main speaker at 
the NALU-LUTC luncheon March 26 
during the midyear meeting of Na- 
tional Assn. of Life Underwriters at 
Roanoke, Va. 

He will talk on how a successful 
agent gets that way. 

Mr. Owen has been in the life in- 
surance business more than 30 years, 
and has headed the ordinary depart- 


ment of Life of Georgia since it was 
established, in 1945. The ordinary de- 
partment was consolidated into a full- 
scale combination operation under his 
direction. 





Tonkel Heads Grand Rapids GAs 

Ernest R. Tonkel, past president of 
Michigan Assn. of Life Underwriters, 
has been elected president of Grand 
Rapids Life Managers & General 
Agents Assn. Other new officers are 
Clarence E. Wolcott, vice-president, 
and Harry O. Anderson, secretary- 
treasurer. 





Brokers look 


xe) 





Guardian has introduced a new series of policies 
for 1957 with many attractive features, including: 


@ Premiums Reduced 
@ Cash Values Increased 


@ Settlement Options and 
Provisions Liberalized 


We've put the story—in brief form—in a booklet titled 
“Big News from Guardian for 1957.” For your copy, call 
your Guardian manager or write 


The GUARDIAN Life 


OF AMERICA 


50 Union Square—New York 3, N. Y. 


A Mutual Company—Established 1860 


t 
r Leadership 


@ Unique Change of Plan Clause 
@ Flexible Age Retirement 

@ Lower Premiums for Women 

®@ Substandard Disability Benefits 


and many, many more. 


O GUARDIAN 





Big 
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for 1957 
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Occidental Life Float Wins Parade Prize 























“Tournament First Ladies” was the title of Occidental Life of Californias; 
grand prize entry in the Tournament of Roses parade New Year’s Day 3 
Pasadena. The grand prize, which was captured for the second straight yea 
by Occidental, is the highest award a commercial float can receive. The win. 
ning entry, unique in design and construction, formed a corsage of three gianj 
wild roses, each 20 feet across. A former rose queen rode in the center of each 
rose. Gracing the float are Mrs. Hallie Woods McConnell, first rose queen 
52 years ago, in 1905; Mrs. Dolores Brubach Chase, queen of 1942, who. never 
rode in a parade since it was cancelled because of the war, and Joan,.Cul- 
ver, 1956 queen. Nearly 250,000 fresh blossoms were used to decorate the. float, 









Pacific Mutual to Build 


Seattle: Headquarters 


Pacific Mutual Life has bought prop- 
erty at Denny way and Third avenue, 
Seattle, where it will construct: a 
Washington area headquarters build- 
ing. The new building, construction of 
which is expected to begin in Feb- 
ruary, will represent a total invest- 
ment for property and improvements 
in excess of $325,000. It will be a 
two-story steel structure erected on 
property 108 by 142 feet. Each floor 
will be approximately 7,000 square 
feet in area and the building will be 
fully air conditioned. 

All of Pacific Mutual’s present Se- 
attle offices will move to the new 
building and will be accommodated 
on the main floor. These will include 
the Rolfness general agency now in 
the Tower building; the Seattle group 
office now in the Skinner building; 
the regional claims servicing offices 
and the Seattle district mortgage loan 
offices, both now in the Skinner build- 
ing. 

Plans also call for the inclusion of 
an employe lounge and_ luncheon 


kitchen on the first floor. The second 
floor will be available for lease. There 
will be off the street illuminated park- 
ing for 30 cars. 





Indiana Home Office 
Underwriters Elect Worden 


New officers of Indiana Home Of- 
fice Underwriters Assn. are Roger §, 
Worden, assistant secretary of La- 
fayette Life, president of the associa- 
tion} John Munch, chief underwriter 
of American United Life, vice-presi- 
dent, and Monica Bagley, underwriter 
for College Life, secretary-treasurer. 
Committee chairmen for the coming 
year are Paul Cooper, American Ser- 
vice Bureau, membership committee; 
Ted Steele, State Life of Indiana, pro- 
gram, and Roy Dittman, Hoosier Farm 
Bureau Life, public relations. 





J. Edward Deutsch, formerly gen- 
eral agent at Rochester, N. Y., for Na- 
tional Life of Vermont, has been ap- 
pointed director of agencies for Citi- 
zens National of Indianapolis. 













Early 1957 Results 


The first ten days of 1957 are now history, as this 
is written, yet students and graduates of the R & R 
TAX AND BUSINESS INSURANCE COURSE 
have already reported a $200,000 Partnership sale, 
a $250,000 sale under Section 303, and another 
single policy sale of $500,000 (half-a-million). 


Could you use increased production in 1957? If 
so, there is still time to get it through these ad- 
vanced studies. Phone, wire or write us today! 
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RECORDS 








Franklin Life agents marked the 
new year with a greatest day of pro- 
duction in the company’s history with 
sales in excess of $27 million on Jan. 
4, which was designated “maximum 
capacity day.” Preliminary goal for 
the day was set at $25 million, but tel- 
ephone calls and wires received late 
into the night indicated by early morn- 
ing that the goal had been exceeded. 
Smiling over reports of the record- 
breaking day are, left to right, Charles 
Becker Jr., vice-president; President 
Cc. E. Becker, and J. V. Whaley, vice- 
president and director of agencies. 


FEDERAL LIFE & CASUALTY— 
The quarter-billion dollar mark was 
passed: in 1956 during the company’s 
biggest year. By the end of November, 
Federal L. & C. had added $76 million 
in business to its books. 


Harmelin agency of Continental Assurance 
at New York—December sales exceeded $1 
million, making it the best month on record 
for volume and premiums. 


Nashem agency of Mutual Benefit Life at 
New York—Production in 1956 totaled $11.2 
million, up $200,000. Average policy size was 
$22,000 and average premium was $62.52. 


The Geist agency of Massachusetts Mutual 
Life, Chicago, closed its second calendar year 
with a paid production of $12,500,000. This 
record production figure accounted for $7,500,- 
000 of ordinary and $5 million of group busi- 
ness. The agency was started by Herbert Geist 
from scratch in June of 1954, The rapid growth 
of the agency necessitated the expansion of 
office space recently. Mr. Geist said 1957 will 
be dedicated to the exp i of manpower. 


The Yates-Woods agency of Los Angeles led 
all Massachusetts Mutual Life agencies during 
1596 with a record breaking paid life insurance 
total of more than $39 million ‘exclusive of 
group and annuities)—a gain of $8.5 million 
over 1985. This was the third consecutive year 
that the agency set an all time record for any 
agency of Massachusetts Mutual 


The East Portland agency of Standard of 
Oregon has been named the outstanding agency 
of the company for 1956, based on sales and 
service to policyowners as well as increase in 
New agency personnel. The agency scored the 
best month for sales in its history in December. 
The agency’s success helped the company set a 
> ~ Cte of $4 million of life sales for De- 
cember. 


The Nelson agency of Massachusetts Mutual 
Life at Milwaukee reported a record-breaking 
year for 1956. Total ordinary production ex- 
ceeded $8 million and brought the agency’s 
business in force to over $50 million. Among 
agents who qualified for the Million Dollar 
Round Table was A. Jack Nussbaum, president 
of National Assn. of Life Underwriters. 


The Kaufman agency of Indianapolis Life at 
Shelbyville, Ind., led all agencies of the com- 
Pany in 1956, the 14th time the agency achieved 
this recognition in 17 years. Both individual 
and agency.preduction for Nate Kaufman, who 
heads the agency, were all-time records for the 
company as well as for himself. Mr. Kaufman’s 
individual sales were in excess of $2 million 
oon his agency’s total was in excess of $4 
million. 








Metropolitan Predicts 1960 
Population of 17812 Million 

Metropolitan Life predicts that the 
U. S. population will be 178% million 
by the 1960 census. This would mean 
an increase of about 27,333,000 during 
the 1950s, or two-fifths more than the 
1940s, which up to that time had had 
the greatest gain for any decade. 

In the 11% years since World War 
Il, the population has grown by 29% 
million. This gain is larger than the 
one during the 23 years between World 
Wars I and II. 


Mutual Benefit Life 
Sales Rise to Record 
$386,588,829 in 1956 


Mutual Benefit Life sales in 1956 
totaled a record $386,588,829, up 8%. 

Chairman W. Paul Stillman and 
President H. Bruce Palmer predicted 
that, at the present rate of growth, 
the milestone of $4 billion of life in- 
surance in force will be passed in 
March or April. 

The average size policy rose to $10,- 
294, up $612. 


Forty-six agencies showed. volume 
increases in 1956 and 32 had their best 
year on record. 

The Earls agency in Cincinnati, sales 
leader since 1951, held the top spot by 
producing $20,927,406, up $2 million. 
Other leading agencies were McDou- 
gall at Cleveland with $16,882,873, up 
$4 million; Murrell at Los Angeles 
with $14,845,941; Huber at New York 
with $14,645,241, and Otto at Detroit 
with $13,731,503. 

Agencies with increases over. $2 
million, in addition to Earls and Mc- 


Dougall, were. Murrell, Huber, Par- 
sons-Monroe at Chicago and Hamlin 
at Buffalo. Agencies with increases 
over $1 million were Knapp at Balti- 
more, Tebow at Birmingham, Catter- 
ton at Houston, Lemly at Memphis, 
Lewallen at Miami, Johnson at New 
Orleans, Mulder at- Peoria, Crowley 
at Phoenix, Houlihan at Saginaw, Wil- 
son at Seattle, Dittmer at Toledo and 
Zackary at Wichita. 





Confederation Life has been li- 
censed in Rhode Island. 





ty 





$100 





R. E. Kiplinger 
President 


LIFE e 


Yai ere) lo 4) mae) ee 






ACCIDENT e 





Guarantee © 


MUTUAL LIFE COMPANY 


$53 MILLION IN NEW BUSINESS 





New and greater benefits to policy owners from liberal Guarantee 
policies and a dynamic field force account for the record 53 million 
dollars worth of new life insurance sold in 1956. It’s been a big year 
in Accident and Sickness coverages, too, with a 36 per cent increase 


over 1955. 
MILLION IN ASSETS 


Guarantee’s strong financial position became stronger during 1956. 
Assets now exceed 100 million dollars. This means unusual strength, 
dependability and security for present and future policy owners. 


‘ DIVIDENDS ON ACCIDENT, SICKNESS 
OR HOSPITALIZATION 


For policies in force three years or more dividends are now being paid 
although there are no policy provisions for these payments. The Guar- 
antee continues its policy of passing on savings to policy owners. 


STRENGTH AND STABILITY 


The financial strength—ratio of assets to liabilities—of the Guarantee 
places it among the leaders in stability in the mutual life insurance 


field. 


OPPORTUNITIES FOR AGENCY BUILDING 


Agency opportunities available in many states. Write or visit 
J. D. Anderson, Agency Vice-President, 1805 Douglas, Omaha. 
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Jeff. Standard Hoists 
50th Anniversary Flag 


President Howard Hoiderness and 
other officials attended a brief cere- 
mony at which a flag bearing the com- 
pany’s 50th birthday emblem was hois- 
ted atop the home office. 

Special advertising and sales pro- 
motion activities will be conducted in 
1957, the golden anniversary year. Jan- 
uary production is dedicated to Miss 
Mary R. Taylor, agency relations di- 
rector, who has been with the company 
since 1912. 


New III. Director Makes Hit on First Appearance 


Joseph S. Gerber, the new Illinois 
insurance director, made his first ap- 
pearance in that role at a meeting last 
Friday of the Insurance Group of Un- 
ion League Club of Chicago, and on all 
counts his debut was a success. 

Mr. Gerber, who is in his early 40’s, 
is a friendly personality and a good 
mixer. He is obviously interested in his 
new job and evidenced every indica- 
tion of desiring to have a successful 
administration. Because he has not yet 
officially taken over his duties, he was 





“TWO BILLION ON THE LINE 
BY DECEMBER FIFTY- NINE” 
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INCREASE IN LIFE INSURANCE 
IN FORCE DURING 1956 


$201,902,238.00 


TOTAL LIFE INSURANCE 
IN FORCE 
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168,192,772.00 
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in no position to comment on what 
changes he might make, if any. How- 
ever, he is an experienced insurance 
man and an experienced department 
man. He is known to a good many of 
the industry people, both from his 
eight years with the Illinois depart- 
ment in the 1940s, and from his con- 
nection with the Illinois brokers. 

Mr. Gerber appears to view his new 
job as a challenge, and he gives the im- 
pression that he will put forth a great 
deal of effort to meet it in the most 
satisfactory way. 

Several of the speakers at the Union 
League luncheon expressed their op- 
timism over the future course of in- 
surance in Illinois as a result of Mr. 
Gerber’s appointment. The new di- 
rector indicated he was desirous of 
having an opportunity later on, after 
he has had a chance to try out the job, 
to come back and visit with the indus- 
try group and make a progress report. 


Fatal Accidents Climb 
to Peak 95,000 in 1956 


Fatal accidents in the U. S. in 1956 
took 95,000 lives, up 2,000, according to 
Metropolitan Life. 

The rise was due to the increase in 
fatalities from motor vehicle accidents, 
which totaled 40,000, up 2,000, a new 
high annual toll. In 1956, as in many 
prior years, motor vehicle accidents 
accounted for more than two-fifths of 
all accidental deaths. 

The number of lives lost in each of 
the other main classes of accidents 
showed no appreciable change from 
the preceding year. Accidents in and 
about the home were responsible for 
28,000 deaths, public accidents other 
than those involving motor vehicles 
killed 16,000 persons, and occupational 
accidents 14,000, of which 3,000 in- 
volved motor vehicles. 








Cartmell Consultants 
Acquire Pennicke Firm 


The 2-year-old management con- 
sulting firm of N. Madison Cartmell 4- 
Associates of New York has acquired? 
the practice of the late Harold C. Pen- 
nicke, who was a management con- 
sultant to insurance and other organi- 
azations. 

Cartmell & Associates offers a broad 
service for all functions and activities 
of business and industry through sur- 
veys, installations and consultations. 
Mrs. Pennicke, who was well informed 
in her husband’s work, has joined the 
Cartmell organization. Mr. Pennicke 
was a former insurance company ex- 
ecutive. 





Approve Average 12.6% Boost in 
Rates of Hospital Care of N. C. 


Commissicner Gold of North Caro- 
lina has approved increases averaging 
12.6% in rates charged by Hospital 
Care Assceciation of Durham on its 
comprehensive certificates. Increases 
of 11.3%, in group rates and 20% in 
non-group rates were approved. 

He a!s> anproved a new comprehen- 
sive form which offers improved cov- 
erages. The asscciation will write no 
new business on old forms after Feb. 1. 





Name Tillinghast Partner of 
Bowles, Andrews & Towne 


John P. Tillinghast, manager of 
Bowles, Andrews & Towne at Atlanta 
since 1955, has been named a partner. 

A fellow of Society of Actuaries, he 
hegan his career with Aetna Life and 
later joined Union Central, becoming 
associate actuary. Between two peri- 
ods of engaging in actuarial consulting 
work in South America, he was with 
Bowles, Andrews & Towne, actuaries 
and insurance company management 
consultants of Richmond, Atlanta and 
New York. 


Mutual of N. Y. Writes 
Group on 8,100-Member 
Association of Stores 


Mutual of New York will write a 
a group program being offered by Na. 
tional Retail Dry Goods Assn. to its 
8,100 member stores. 

The plan provides-employes, super. 
visors, executives and proprietors of 
NRDGA stores with life 


accidental death and dismembermenj 
coverage. There is a special ben 
feature, at no added cost, under which 
the amount of this extra benefit js 
doubled if the covered loss results 
from riding as a passenger in a public 
conveyance. Total payment for death 
in such an accident will be three times 
and basic benefit. 

The plan is non-contributory, the 
member store paying the entire cost 
for employes. No medical is required 
and all ages are covered. Protection 
lasts until the employe retires or oth- 
erwise terminates employment. At 
that time, he can convert to an indi- 
vidual permanent plan without a med- 
ical. The plan also provides certain 
extensions of life coverage without 
premium payments for policyholders 
who become totally disabled before 
age 65 as a result of accident or ill- 
ness. 

Dividends earned by the plan, called 
the NRDGA insurance trust, will be 
available to the trustees for defraying 
operating expenses, building contin- 
gency reserves and reducing charges 
to members. 





Another Insurer Moves 
to Form Life Company 


Safeguard *Life has applied to the 
Connecticut general assembly for a 
charter. Capital would be $300,000, 
and the home office would be in Hart- 
ford. Another bill asks for authority 
to increase capital of Safeguard, the 
parent company, from $1 million to 
$1.5 million. Incorporators of Safe- 
guard Life include Worthington W. 
Smith, president, and other officers of 
Safeguard, which recently was formed 
by merger of Orient, London & Lan- 
cashire Indemnity and Safeguard of 
New ork. ' 


Chicago Life Agents Slate 
Annual Breakfast Jan. 30 


Chicago Life Underwriters Assn. will 
hold its popular annual breakfast 
Wednesday, Jan. 30, at 8:30 a.m. in the 
grand ballroom of the La Salle hotel. 
Arthur F. Priebe, Penn Mutual Life, 
Rockford, Ill., chairman of the 1956 
Million Dollar Round Table, will dis- 
cusss ‘‘My Five Favorite Fears.’’ Coun- 
cil of Field Underwriters of the Chi- 
cago association will sponsor the meet- 
ing under the chairmanship of George 
H. Schuermann, Union Central Life. 
Dan A. Kaufman, Northwestern Mu- 
tual Life, is president of the Chicago 
association. 


Republic National Holds Seminars 


Branch managers and top agents of 
Republic National Life were in Dallas 
recently to attend two important 
sales training seminars. A three-day 
advance seminar for agents was un- 
der the supervision of Lyman E. King, 
assistant vice-president and director 
of training, along with members of 
the home office staff. Home office 
agency staff members who partici- 
pated in the managers’ conference 
included Clarence J. Skelton, senior 
vice-president, and coordinator of pro- 
duction planning. 











John Hancock’s observation areas on 
the 26th floor of its home office in 
Boston were visited by 48,000 nersent 
in 1956. 
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New Records for ‘56 









Byrnes Again Leads 
N. E. Life’s Agencies; 
Company's Gain 18% 


The George B. Byrnes agency at 
New York again led New England Life 
in production of 
individual busi- 
ness for the year. 
The agency 
counted for $31.7 
million of indivi- 
dual business out 
of a company total 
of $673 million. 

In addition the 
company had 
$101.4 million of 
group term insur- 
ance for an over- 
all production that 
was New England’s sixth consecutive 
biggest year. 

Seven of New England’s 88 agencies 
had sales of more than $20 million; 22 
agencies produced more than $10 mil- 
lion while 48, or more than half the 
agencies, had sales of $5 million or 
more. 

The Bruce Bare agency of Los An- 
geles finished second with $25 million 
and the David Marks Jr. agency at 
New York was third with $24 million. 
Other agencies in the top 10 in order 
of sales were the Hays agency in Bos- 
ton, Hays agency at Los Angeles, 
Weber agency at Cleveland, Summers 
agency at Boston; the Schmidt agency 
and the King agency, both at New 
York, and the Bowes & Joseph agency, 
Newark. 

Group life insurance in force dou- 
bled to more than $300 million. Annu- 
al premiums payable on 1956 group 
annuities and group -A&S coverages 
totaled $1 million each. 














George 8. Byrnes 





Davey Honored by Ind., 
Indianapolis Assns. 


Officers of six Indianapolis and In- 
diana agents’ organizations honored W. 
J. Davey, retiring Indiana commis- 
sioner, at a luncheon in Indianapolis 
last week. Represented were Indianap- 
olis and Indiana Life Underwriters as- 
sociations, Indianapolis and Indiana 
A&H associations, Indianapolis Gen- 
eral Agents & Managers Assn., and 
the Indianapolis CLU chapter. 

Presented to: Mr. Davey was a 
framed resolution of citation for “lead- 
ership, efforts, honesty, and fair deal- 
ings to companies, agents, and the 
public generally.” 

Unable to attend because of the con- 
vening of the state legislature, Gov. 
Harold Handley sent a message adding 
his commendation of Mr. Davey’s work 
in the department over the past nine 
years during which he rose from ex- 
aminer to chief examiner and, in 1955, 
to commissioner. 

R. W. Osler, Rough Notes Co., pre- 
sided at the luncheon, with the pres- 
entation of the citation being made by 
Leon Lawhead, general agent National 
Life of Vermont, state life association 
vice-president. 





Kokomo Office of Equiowa Moves 


Expansion plans of Union Bank & 
Trust Co. at Kokomo, Ind., to make 
use of the second floor of its building, 
have forced the Equitable Life of Iowa 
office to leave the location which it 
ecupied for 40 years. Temporary 


quarters for the general agency, which 
Covers all of northern Indiana, have 

nm set up at 615 North Washington 
street. Robert L. Boyd, general agent, 
said this temporary office will be used 
until new quarters can be constructed. 









Myer Again Mutual's Top Agency for Year 


NEW YORK—Leading agency of 
Mutual of New York for the fifth suc- 
cessive year was the Myer agency at 
New York with $20,909,390 of ordinary 
life in 1956, up $2,233,912. Other lead- 
ing agencies were Hodgkinson at San 
Diego with $13,665,336, up $3,028,225; 
Moats at Chicago with $12,127,119, up 
$1,570,577; Lake at New Orleans with 
$11,566,914, up $919,051; Meehan at 


ac- #Boston with $11,120,174, up $1,298,- 


835; Funnell at Spokane with $10,- 
310,204, up $453,063; Rowlands at 


Pasadena. -with $10,123,163, up $2,267,- 
208; and Durning at New York with 
$10,056,098, up $4,000,610. Leading 
agencies in combined production of or- 
dinary life, group and A&S were Hay 
at San Francisco, fifth nationally in 
over-all production; Olson at Miami, 
sixth; Hood at Portland, Ore., seventh; 
Knutsen at Milwaukee, ninth; and 
Hull at Pittsburgh, 10th. 





Central Security Life has moved to 
a new home office at Fort Worth. 


é 


O'Leary Joins Health 


Insurance Institute 


Arthur E. O’Leary, associate editor 
of Eastern Underwriter for three 
years, has joined the staff of Health 
Insurance Institute. 

Prior to joining the insurance trade 
newspaper, where he worked in the 
A&S, casualty and surety departments 
at New York, Mr. O’Leary served with 
the navy during the Korean war as a 
public relations specialist attached to 
the air arm. 
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Instead they have and are selling money that provides protec- 
tion, peace of mind and assurance against disaster. They are 


‘thus the stabilizers of the economy of the country. 


So it is important to know about the assets, surplus, reserves 
and liabilities of every company; to observe whether it is writing 
enough or too much business and at what percent of profit or loss. 


The annual statement figures tell the story. No embellishment 


are receiving special, seasonal attention. 


WeNATIONAL 
1 NDERWRITER 


Largest Circulation of Any Weekly Insurance Newspaper 





ANNUAL STATEMENTS 


This is the season for companies to publicize their financial state- 
ments. Insurance companies are uniquely different from most 
other corporations in that they have no backlog of orders; in- 
ventories of unsold products; raw materials and parts to be 


assembled; shipping, transportation, warehousing, labor or even’ 





is needed. They reveal the corporate structure in a completely 


We believe that every. company which. has a strong and im-. 
pressive financial statement of its December 31, 1956, figures 
should advertise it at this time of the year when such displays 
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A WELL-BALANCED COMPANY 


* 


OVER ONE BILLION IN FORCE 


‘ 


FIDELITY starts 1957 with 


... more than one billion dollars 
Life Insurance In Force 


... more than $320,000,000 of assets 


... a 1956 agency force achievement 
of more than $120,000,000 
new paid business 
.. The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 











New Family Benefits . . . 
High Commissions... . 
IT PAYS TO BE A WOODMEN REPRESENTATIVE 


Woodmen of the World is growing steadily, 

{ requires an enlarged field foree—NOW! 

Always a good organization to sell for, Woodmen is now 
providing big new benefits for its field workers 

that make a job with the Society better than ever. 


Here's what Woodmen field men who qualify receive ... 


Retirement Pay 
Major Medical Expense Coverage 
Hospitalization Coverage 
Life Protection 
(Based on Annval Earnings) 
Plus Other Liberal Benefits 
Field men receive high commissions—plus a complete, effective 


set of visual aids and other important tools to help them write 
more business. 


Write today for full details te: 

T. E. Newton, Field Manager, Dept. 1-WNUL 
Weodmen of the World 

Insurance Building, Omaha, Nebr. 


LIFE INSURANCE SOCIETY 


Home Office: 1708 Farnam Street 


Omaha 2, Nebraska 














Name NALU Group to 
Study More Positive 
Attitude Toward OASI 


WASHINGTON—A subcommittee on 
federal old age and survivors insur- 
ance has been established by Albert C. 
Adams, John Hancock, Philadelphia, 
chairman of the social security com- 
mittee of National Assn. of Life Un- 
derwriters. 

Members of the subcommittee are 
Judd C. Benson, Union Central, Cin- 
cinnati; David M. Blumberg, Massa- 
chusetts Mutual, Knoxville, Tenn.; 
Creeley S. Buchanan, Phoenix Mutual, 
Manchester, N. H.; Minna Hensley, 
Franklin Life, Salina, Kan.; William 
J. Mack, Northwestern Mutual, Cin- 
cinnati; and Joseph G. Neal, Bankers 
of Iowa, Huntington, W. Va. 

The subcommittee’s aims are to re- 
view NALU’s policy toward OASI to 
ascertain whether it can or should be 
made more positive than at present; 
to plan the preparation and dissemi- 
nation of up-to-date OASI informa- 
tion, designed for use by local associa- 
tions in discussions with Congress- 
men, in talks before civic associations 
etc.; to study means of developing 
better communications with local and 
state associations and of arousing in- 
terest in OASI at the local level; 
to plan a program of education on the 
social and economic implications of 
OASI and to seek the cooperation of 
other professional, business and trade 
associations in disseminating this in- 
formation to the general public. 

The subcommittee is to report to the 
full committee at or before the NALU 
midyear meeting at Roanoke, Va., 
March 24-29. 





Chicago Office of Pru. 


Now Has 4 Agency Regions 


The greater Chicago region of Pru- 
dential’s district agencies operation 
was split Jan. 7 to form two regions— 
Chicago South and Chicago North— 
thus creating the fourth region in the 
Indiana and Illinois area covered by 
the Chicago regional home office of 
Prudential. 

L. L. Wilkinson, director of greater 
Chicago region, will be in charge of 
Chicago North and Herbert E. Hecker, 
manager of the company’s Fox Valley 
district, has been named to the direc- 
torship of Chicago South. In the re- 
alignment, Gary and South Bend dis- 
trict offices will be transferred from 
the Indiana to the Chicago South re- 
gion, and Waukegan, which is now in 
the Illinois region, will be added to 
Chicago North. 


W. Va. Tax Ruling Was Not 
Certified to Higher Court 


Circuit Judge Taylor’s ruling hold- 
ing the West Virginia license tax im- 
posed on insurers by the 1956 legisla- 
ture invalid was not certified by him 
to the state supreme court of appeals, 
as stated in the Jan. 11 issue. While 
Judge Taylor offered to certify his 
ruling, the offer was contingent on 
both sides consenting to certification. 
The companies preferred not to accept 
the offer, so if the state wants to ap- 
peal, it will have to follow the usual 
procedure within the statutory time 
limit of eight months. 


Ohio Insurance Chairmen Named 

Gordon Renner, Cincinnati, has been 
named chairman of the insurance com- 
mittee of the Ohio senate, and Harold 
Short, local agent of Piqua, has been 
named for another term as chairman of 
the insurance committee in the house. 











Carl E. Bolte has been named vice- 
president in charge of public relations 
of National Fidelity Life. 
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“Good life 


Insurance 
should 
fit you 
all over!” 


No Mutual Benefit Life man feels 
he’s really doing his job until he 
knows his clients are fitted “all over.” 
That means planning insurance 
that meets tomorrow’s needs as well 
as today’s and at the same time fits 
incomes that are often modest. 
Naturally it requires more training, 
more thinking, more serving. 

But it’s a major reason why Mutual 
Benefit Life men like Dewey 
Jeannette of Chicago, satisfy their 
clients so completely and build 
themselves such desirable careers. 





The Mutual Benefit Life 
Insurance Company, Newark, N. J. 
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Short-Term Trust Packs Sales Appeal 
in Many Situations, Says MDRT Chairman 


Use of the short-term trust results 
in tax savings that permit the sale of 
additional life in- 
surance in many 
situations, accor- 
ding to Howard D. 
Goldman of Rich- 
mond, chairman of 
the 1957 Million 
Dollar Round 
Table. 

Addressing a 
luncheon meeting 
of the Newark Life 
Underwrit- 
ers Assn. Mr. 
Goldman, who is 
Virginia general agent for Northwest- 
ern Mutual, used a facsimile proposal 
from an actual case, with names dis- 
guised, to show how the short-term 
trust operates in a typical situation. 
At the same time, Mr. Goldman made 
it clear that advanced types of sale 
like short-term trusts are far from be- 
ing necessary to high production; in 
fact, the great bulk of business written 
by MDRT members is on usual types 
of programming. 

In the short-term trust example 
used by Mr. Goldman, a couple, called 
Mr. and Mrs. Julian Harrison, have 
extensive property holdings and enjoy 
a large annual income. Both their sons, 
Jack, 28, and Tom, 30, are married 
and each has two minor children. 

The proposal was that Mr. and Mrs. 
Harrison create a short-term trust for 
a minimum period of 10 years. Secur- 
ities valued at $150,000 would be 
placed in the trust, and at the end of 
the 10-year period the trust would ter- 
minate, with the securities returned 
to Mr. and Mrs. Harrison. At that time, 
title to the property would revert to 
them. 

It was further proposed that this 
trust would consist of four separate 
trusts, each trust being allocated to 
one of the grandchildren. It is as- 
sumed that these grandchildren do not 
presently have any income. 

The Harrisons’ present situation, 
with respect to this $150,000 in securi- 
ties is this: 

Gross annual income now re- 

ceived from securities 
Total federal and state income 

taxes thereon at 70% ........ 5,320 
Annual net spendable (or invest- 

able) income to Mr. and Mrs. 





Howard D. Goldman 


BRRUEIGOTE 5 Fe. acesae iis 0 oreie 8 2,280 
Ten years accumulated net in- 

come (without interest) ..... 22,800 
Estimated estate and inheritance 

taxes thereon at 40% ........ 9,120 
Net to heirs under plan ....... 13,680 


But if the short-term trust were 
used, the situation would be like this: 
Total gross annual income to 

RMS re Sor a eee cet $ 7,600 
One-quarter thereof annually to a 

trust for each grandchild .... 1,900 
Trust pays out totally exempt in- 

come to each grandchild .... 660 
Annual income retained by trust 


for each grandchild ......... 1,240 
Annual exemption to each 
1 UT TBR a eget eat er oa eae 100 


Annual income taxable to trust. 1,140 
Federal income tax on income re- 

tained by a trust at 20% ..... 228 
Net retained trust income annu- 


ally ($1,240 less $228) 1,012 


Ten years accumulated net in- 
come in trust (without inter- 


CBOs crn anddcchan aus ake oie 10,120 
Ten years accumulated income 
paid out to each grandchild... 6,600 


Total accumulated estate end of 

10 years for each grandchild. .16,720 
Multiply by four to get total net 

estate to grandchildren under 

revised plan ............... 66,880 
Possible net estate to grandchil- 

dren, present plan .......... 13,680 
Net family gain through a short- 

term trust, 10 years ....... $53,200 


“A rather dramatic saving,’ Mr. 
Goldman commented. He explained 
that each child applies for and be- 
comes the owner of a $50,000 life in- 
surance policy on his father, because 
life insurance can be bought on the 
life of anyone except the grantors of 
the trust. The short-term trust ap- 
proach is a good motivator, it sells life 
insurance “in goodly quantity,” and 
the insurance stays in force, said Mr. 
Goldman. However, the agent must be 
sure to bring into the picture a quali- 
fied attorney to take care of the tax 
and legal aspects of the plan. 

Analyzing what makes an agent a 
Million Dollar Round Table member, 
Mr. Goldman said the vast majority of 
Round Table members do the same 
things as the other agents do—but 
they do them differently. They plan, 
they keep records, and they average a 
high number of lives—currently about 
75 per member per year. One recent 
qualifier paid for more than 500 in- 
dividual sales—no pension business. 

“Think big,” Mr. Goldman advised 
those ambitious to make the Round 
Table. “The concept of doing it must 
be there. And it doesn’t happen by 
accident.” 

On this point Mr. Goldman quoted 
the famous statement of the late Al- 
bert E. N. Gray of Prudential to the 
effect that successful men make a hab- 
it to do those things that failures don’t 
like to do. 


Among the characteristics of the 
typical successful life insurance man 
Mr. Goldman listed these: 

e A sound basic philosophy toward 
life and toward the life insurance busi- 
ness. 

e A willingness to pay the price of 
success in hard work. 

e A competitive interest in reaching 
for next production plateau. 

e A personal belief in life insurance 
to the point of buying a substantial 
amount of it and arranging it so that 
his financial house is in order. 

e Being a good business man. “If 
you’re going to talk to people about 
getting their financial affairs in order, 
you’ve got to be able to do it with au- 
thority. Would you follow the advice 
of an unsuccessful lawyer or doctor?” 
e A sound prospecting program and 
prospecting objective. 

Mr. Goldman particularly advised 
the younger agents to render the best 
possible professional service to a group 
of 100 to 150 young men. Many of them 
will become highly successful. 

“My business today is from the sec- 
ond and third generation of people I 

(CONTINUED ON PAGE 13) 

















Occidental agents and brokers using our 
tested visual sales presentation—PAID UP?— 
will find it solves the problem of getting the 
prospect's attention, and keeping it long 






enough to tell the story of Occidental’s out- 
standing Group Term and Paid Up plan. 


ccidental Life 


INSURANCE 
COMPANY 


HoME Office %& Los ANGELES 


“WE PAY AGENTS LIFETIME RENEWALS .. . THEY LAST AS LONG AS YOU DO” 











300 Attend A.ALL. 
Branch Dinner 


The Elmer F. Semrow Agency 
of the Aid Association for 
Lutherans held its 10th Annual 
Local Branch Officers Dinner 
on Sunday, February 5th at St. 
Thomas and St. Peter Lutheran 
Church, Detroit. 


The dinner was served by the 
ladies of the church to 30° 
branch officers, pastors, tear’ 
ers and friends. The © 
Thalacker deliveree 
praver. Nerrv.: 


All over the United States and 
Canada, in Lutheran parish bul- 
letins, rural weeklies, and big 
city dailies, headlines tell of 
year-round activities for half a 
million AAL members and their 
friends. 


AAL local branches make a sig- 
nificant contribution to the so- 
cial life of the Lutheran Church. 
Through regular meetings and 
outings, they provide members 
and friends with fun, recreation, 
and wholesome entertainment 
in an atmosphere of Christian 
fellowship. 


As part of its 1956 benevolence 
program, the Aid Association for 
Lutherans made fraternal pay- 
ments totaling $135,000 to its 
3,315 local branches. They in 
turn donated part of these funds 
to Lutheran agencies. 


Aid Association for 
LUTHERANS 


TRUSTED BY HALF A MILLION MEMBERS 








OF CALIFORNIA 
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Organizing to Get the 


Chairman R. Edwin Wood and his 
fellow members of the nominating 
committee of National Assn. of Life 
Underwriters are to be heartily com- 
mended for the organized and effec- 
tive way they are going about the 
difficult and important task of obtain- 
ing the greatest possible number of 
highly qualified candidates for trus- 
tees of NALU. 

We particularly like the idea of giv- 
ing each of the five nominating com- 
mittee members the responsibility for 
eliciting names from a_ designated 
group of states in his area. This seems 
like the way to “divide and conquer” 
the problem. 

There have been times in the past 
when there was a rather noticeable 
disparity in the strength of the nomi- 
nating committee’s slate. There will 
always be differences in ability in any 
group of persons, but did the range 
have to be so great as it sometimes 
appeared to be, to even the most char- 
itable of observers? 

In a business so large and with so 
many outstanding personalities it 
ought to be possible for the NALU 
nominating committee to make its 
choices from among a group of candi- 
dates numbering several times as 
many as there are openings on the 
slate. The committee should be in the 
position of regretting that it can’t put 


It was with real pleasure that we 
reported in last week’s issue the U. S. 
Supreme Court’s decision in the Plesha 
case. This was the litigation in which 
the government was claiming the right 
to recoup from veterans any outlays 
made by the veterans administration, 
over and above cash values, to pay 
premiums on life insurance protected 
by the 1940 soldiers and sailors civil 
relief act. 

The high court said that Mr. Plesha 
and others similarly situated were 
right in refusing to consider them- 
selves liable. 

In addition to vindicating 10,000 or 
so servicemen who were among the 
first to answer the call to the colors 
in World War II and even before, the 
decision vindicates the position of life 
agents who sold policies to’ prospective 
servicemen on the basis of the obvious 
intent of the law, the relief act appli- 
cation’s provisions, and the specific 
assurance by veterans administration 
officials that the law did not provide 
for collecting any excess above the 
policy’s cash value. 

When the VA started to assert its 
claims in a large way by withholding 
from National Service Life Insurance 
dividends when the latter first be- 
came payable, there was a good deal 
of grumbling against the insurance 
agents who sold policies with the as- 
surance that they were eligible for 
protection under the relief act. There 
were ugly mutterings that these 
agents had acted in bad faith or at 
least let the lure of big commissions 











Best NALU Slate 


all of them on the slate, instead of 
having to be concerned about not hav- 
ing enough good men or women to fill 
out the slate. 

After all, the strength of the entire 
National Assn. of Life Underwriters is 
bound up with the election of capable 
and devoted trustees. In obtaining the 
necessary candidates, the nominating 
committee is completely dependent on 
the cooperation of association leaders 
for recommendations of qualified 
members. 

Selection of trustees is of the high- 
est importance to NALU, for from the 
trustees usually come the NALU offi- 
cers, including the president. Success 
of the entire process depends on the 
initial recommendation of a quantity 
of quality candidates. 

A suggested candidate should have 
experience at the local, state and na- 
tional level to assure his understand- 
ing of the problems at all levels of as- 
sociation activity. 

Many important issues for NALU 
lie immediately ahead and_ there 
promises to be no lessening of the 
magnitude of problems to be handled 
in the foreseeable future. Therefore, 
when the election is held at Detroit 
next September it is imperative that 
the finest possible slate of trustees be 
available for the national council to 
vote on. 


An Old Wrong Is at Last Righted 


make them a little careless about in- 
terpreting the law. 

It has always seemed to us incredi- 
ble that the Veterans Administration, 
usually so zealous to protect veterans 
and servicemen, should have at- 
tempted to read into the law such a 
distorted meaning. If anything, you’d 
think the VA would try to stretch a 
point to favor the veteran, if there 
were an ambiguity in the law. 

But no. Not only did the VA pro- 
mulgate this peculiar view of the law 
but it proceeded to crusade to justify 
its position. It should have been glad 
to lose the court cases in which it soan 
became involved but instead it used 
what seemed like rather unseemly an- 
xiety to employ every legalistic tactic 
that was available to it. It seemed as 
if once having got off on the wrong 
foot it was going to move heaven and 
earth to prove that everybody but the 
VA was out of step. 

We have never seen a credible ex- 
planation of why the VA took this cal- 
lous attitude in the first place. The 
opinion has been advanced that the 
VA’s chief counsel was a good deal 
more of a legalist than a humanitarian. 
Certainly he was not much of a pub- 
lic relations expert. 

One interesting and likely-seeming 
explanation has been offered for the 
VA’s otherwise inexplicable anxiety to 
have the 1942 amendments to the sol- 
diers and sailors civil relief act super- 
sede the 1940 act even for policies 
already protected by the 1940 act. This 
explanation stems from the require- 


ment under the 1940 law that life 
companies having policies protected 
under the 1940 act had to file what 
was called a monthly deficiency re. 
port. 

This monthly deficiency report was 
fiendishly intricate. It covered every 
policy under the 1940 act’s protection, 
The VA staff had to deal with these 
reports coming in from every compa- 
ny. Originally required under the civi] 
relief act provisions of World War ], 
the greater number of companies, the 
vastly greater amount of insurance 
owned by men going into the service, 
and the greater number of such men 
in the period immediately _ before 
World War II and during its first 
few months made the handling of the 
monthly deficiency reports sucha 
monstrous chore for the VA that it 
could hardly be blamed for going to 
almost any length to get rid of it. 

The 1942 amendments t~ ‘*e civil 
relief act did get rid of the monihly 
deficiency report—but not for bus'- 
ness previously placed under the 1940 
act’s protection unless the 1942 
amendments could be made to apply 
retroactively. 

We hope that vindication of the 
rightness of the position of buyers and 
agents as respects the liability of sery- 
icemen for premiums paid in excess of 
cash value will prove to be something 
more than a hollow victory for the 
great majority of veterans whom the 
Veterans Administration has_ been 
hounding for alleged deficiencies. It 
has taken the Plesha case so long to 
be finally decided that unless the 
Plesha case or one of the other cases 
started before the statute of limita- 
tions deadline is held to be a “class 
action,” the statute of limitations may 
have operated to protect the VA from 
having to disgorge money it has al- 
ready obtained through suits or by 
withholding NSLI dividends. Fortu- 
nately, class actions were begun well 
in advance of deadline to force the 
VA to account for money it has ob- 
tained and to give it back. And it 
seems no more than right that the 
legal and other expenses of the vari- 
ous groups that have spearheaded this 
fight for the benefit of all veterans 
similarly situated should be paid out 
of funds held by the VA. If it had not 
been for the few who stood up for 
their rights, the many who are simi- 
larly situated would have nothing at 
all coming to them from the VA. 





Life Insurance Owned 
by Canadians Reaches 
Record $29.5 Billion 


Life insurance owned by Canadian 
families increased to a record of about 
$29.5 billion in 1956, according to F. W. 
Hill, vice-president of Crown Life and 
president of Canadian Life Officers 
Assn. The 1956 figure is about $18 bil- 
lion more than, was owned by Canadi- 
an families in 1946, and $12 billion 
more than at the end of 1951. New life 
business put in force in Canada during 
1956 is estimated at $4.1 billion. Ca- 
nadian life policyholders now number 
close to 7 million and life holdings are 
at a level of about $7,000 per house- 
hold. 

More than 60 Canadian, British, U.S. 
and Netherlands life companies are 
competing for business in Canada. 
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HOME OFFICE CHANGES 





Manufacturers Puts 
McNab, Neville in 
Top Agency Posts 


Manufacturers Life has appointed 

K. G. McNab vice-president and chief 

agency officer, T. H. Neville, agency 

vice-president, K. T. Moore agency 

superintendent-administration and N. 
T. Sheppard agency superintendent. 

Mr. McNab will be responsible for 

over-all direction of agency operations 

. throughout the world. With the recent 


retirement of Alfred Kinch, agency 
vice-president, Mr. Neville assumes 
direction of U. S. agency operations. 
Mr. Moore will supervise the admin- 
istrative functions of the agency de- 
partment and Mr. Sheppard will assist 
Mr. Neville in developing the U. S. 
division. 

Mr. McNab joined Manufacturers 
Life in 1927 and spent eight years in 
actuarial, medical and agency work at 
the home office and in the field. He 
became assistant agency superintend- 
ent in 1935 and agency superintendent 


assistant comptroller. Three new jun. 
ior officers appointed are Mrs Emm 
Lou Geus, personnel manager: Jame 
R. Emanuelson, manager of gener,j 
accounting; and G. Carbon Wolfe, as. 
sistant manager of tabulating. 


Fidelity Mutual Life 


John R. Wanamaker has been elect. 
ed a director of Fidelity Mutual. He jg 
chairman of John Wanamaker store 
a director of many enterprises, and an 
executive committeeman of Philadel. 
phia Merchants Assn. 

Anton A. Schuessler, manager of 
tabulating since 1954, has been aq 
pointed assistant secretary. He joine 
Fidelity Mutual in 1922 and became 
head of the policyholders division of 


in 1937. He was named agency vice- 
president for the fields abroad divi- 
sion in 1951 and last year assumed 
direction of the Canadian field force. 

Mr. Neville joined the company in 
1931 and spent 10 years in the field 
service department, becoming manag- 








the actuarial department in 1943. 








ATTENTION! 
. GENERAL AGENTS and BROKERS 


ee 


- WE'RE BUILDING IN THESE STATES... 
{iT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


MONEY-MAKING PROPOSAL 


More Competitive ... 
L.I.C.A. Policies are replete with il selling features ... 


loaded with advantages you can get your teeth into — and 
really S-E-L-L! 


More Merchandising .. . 


We offer a hard-hitting, sales producing program, from 
“mail to sell’. Everything furnished to you without charge. 


More Advertising .. . 


We help you develop sales potential through local adver- 
tising, direct mail, quality-lead programs. 


More Money For You... 
This is truly a “ground floor” situation. L.I.C.A.’s vigorous 
program of agency building spells O-P-P-O-R-T-U-N-I-T-Y 
for you! 





WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 
Telephone: Olympia 4-2474 


Life Insurance Company of America 


Wilmington 99, Delaware 








Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 
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Expansion program provides openings for 


qualified General Agents in selected areas. 





Loyat Protective Lire INSURANCE COMPANY 
15, MASSACHUSETTS 


BOSTON 






T. H. Neville 


K. G. McNab ° 
wer Chesapeake Life 
Chesapeake Life of Baltimore has 
appointed A. Samuel Koski director of 
agencies. He has been assistant mana. 
ger of State Mutual at Baltimore. 


State Mutual 


George P. Smith, agency secretary 
since 1950, has been appointed super- 
intendent of agen. 


er in 1945. He was named agency su- 
perintendent for the U. S. in 1950. 

Mr. Moore joined the company in 
1929 and was at Edmonton and Cal- 
gary for four years. He became secre- 
tary of production clubs in 1933, agen- 
cy secretary in 1938 and agency exec- 
utive secretary in 1951. 

Mr. Sheppard joined the company 





in 1928 and served in the claims de- cies. William A, 
partment until 1936. He transferred MacKenzie pur. 
to the field service department and chasing agent 
worked on The Newsletter, the agency since 1953, has 
magazine, becoming editor in 1946. He been — agen- 
was named manager of the field serv- cy secretary. Rus- 
: : : sell E. Erickson, 
ice department in 1950 and assistant : 
z “ assistant purchas- 
agency superintendent in 1952. ing " agent since 
e e 1 ’ as been 
North American of Chicago named purchasing 
Ronald D. Rogers has been elected agent. Mr. Smith 
agency vice-pres- joined State Mu- 
ident of North tual in 1945 as 


2 agency supervisor 

George P. Smith = after 18 years with 
New York Life in Boston and Wor- 
chester. He became assistant superin- 
tendent of agencies in 1946. He is 
past president of Boston Assn. of Life 
Underwriters, Boston General Agents 
& Life Managers Assn. and Massachu- 
setts State Assn. of Life Underwriters. 
Mr. MacKenzie has been with the 
company since 1936, and Mr. Erickson 
since 1947. 


American Life of 
Chicago. Mr. Rog- 
ers joined North 
American in 1946 
immediately after 
3% years of war 
service. Prior to 
World War II he 
was with Equi- 
table Society for 
four years. With 
North :' American, 
he was promoted 





Confederation Life 


R. D. Rogers to assistant super- t 
Sy ee intendent of life mR, M. Bell has been appointed gen- 
agencies in 1947, superintendent of era) counsel and W. J. D. Lewis, as- 


life agencies in 1950, assistant director 
of agencies in 1952, and director of 
agencies in 1953. 


sociate actuary. Department managers 
appointed are P. D. Burns, planning; 

- E. C. Goss, casualty Claims; D. 
M. Haines, mortgage investments and 
assistant treasurer. 


Lafayette Life 


Several promotions were made at the 
company’s recent annual meeting. J. 
Kenneth Kensinger, treasurer of the 
company since 1952, was named fi- 
nancial vice-president-treasurer. Max 
V. Goken, director of agencies since 
1952, was advanced to agency vice- 
president. Roger S. Worden, in charge 
of the underwriting since 1944, has 
been named underwriting vice-presi- 
dent. Glenn E. Stewart, assistant sec- 
retary since 1952, was elected secre- 
tary. 


Southland Life 


Southland Life has appointed two 
new field assistants who will work out 
of the Dallas home office. They are 
Byron B. White and Guy R. Cannon, 
and they will assist with recruiting, 
training and_ servicing field men 
throughout the territory of the com- 
pany’s ordinary division. Mr. White 
joined Southland Life as agent at Ros- 
well, New Mexico in 1954 and was 
there until his appointment as field 
assistant. 


Midland Mutual Life 


Harold G. Fogg has been promoted 
to manager of methods and procedures 
at the Midland Mutual Life home of- 
fice in Columbus, O. He joined the 
company in 1937 and was previously 


Paul Revere Life 


Thomas K. Clyde has been appointed 
home office group representative and 
is undergoing training at Paul Revere’s 
home office in preparation for assign- 
ment to a regional group office. He 
formerly was with Franklin Life. 


New York Life 


William L. Fehon Jr, and Edwin 
P. Brooks have been named divisional 
group sales managers. Mr. Fehon has 
been regional group manager in New 
York Life’s northeast region. He pre- 
viously was manager of group sales at 
the home office. Mr. Brooks was mana- 
ger of policyholder relations and 
worked in all regions in the installation 
and servicing of large group cases. 
Mr. Fehon will direct sales in the 
northeast, southern, and midwest re- 
gions, and Mr. Brooks in the mid- 
Atlantic, Western and Canadian re- 
gions. 


Massachusetts Mutual 


Andrew J. Lyons has been named 
assistant superintendent of advanced 
underwriting sales. He entered the 
business in 1939 and was general agent 
of National Life of Vermont at Spring- 
field, Mass., from 1953 until joining 
Massachusetts Mutual. 
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~ FRATERNALS 


Maccabees Introduces 
New Decreasing Term 


Maccabees have replaced their fam- 
ily income riders and mortgage pro- 
tection certificates with monthly 
income riders and certificates. Any 
period from 10 through 50 years may 
be selected as long as the expiration 
of the term period will not occur after 
age 75. 

The income from the rider is in ad- 
dition to and independent of the bene- 
fits under the basic certificate to 
which it is attached. 

Rates for the certificate are the same 
as for the rider except that 25¢ is 
added to the rates for each $100 of 
monthiy income purchased. 








Miss Arnold Named Deputy 
Head of Royal Neighbors 


Miss Jeanette Arnold, with Royal 
Neighbors for almost 34 years, has 
been appointed deputy supreme oracle 
of the society, succeeding Miss Cecile 
M. Adams who has retired after 40 
years of service in the national head- 
quarters of Royal Neighbors at Rock 
Island, Ill. Miss Adams had been dep- 
uty supreme oracle for 10 years. 

Miss Arnold will work under Miss 
Anna B. Spangler, supreme oracle and 
field director of the society. Miss Ar- 
nold was appointed assistant field di- 
rector in 1956 and will continue in that 


capacity 





Red Cross Expresses 
Gratitude to Fraternals 


Louis E. Probst, supreme chief 
ranger of Independent Order of For- 
esters and president of National Fra- 
ternal Congress, has received a cer- 
tificate of appreciation from Ellsworth 
Bunker, president of American Na- 
tional Red Cross, which thanks mem- 
bers of NFC for their devoted support 
of, and participation in the humani- 
tarian work of the Red Cross. 





Modern Woodmen Name 
Costigan Medical Director 


Dr. C. S. Costigan, surgeon of Mo- 
line, Ill., has been appointed medical 
director for Modern Woodmen. Dr. 
Costigan is filling a vacancy caused 
by the death of Dr. E. A. Anderson, 
who had held the position for 42 years. 





Aid Association for Lutheran 
Employes Get Polio Shots 

Of the 398 home office employes of 
Aid Assn. for Lutherans, 346 (87%) 
have received the first two of three 
Salk polio vaccine shots being offered 
without cost to all home office per- 
sonnel. The third round of injections 
will be administered in June or July. 
The program is available under the 
association’s group and major medical 
expense plan for employes. 





Set A.A.L. Scholarship Deadline 

March 1 is the deadline for appli- 
cations for the 1957 Aid Assn. for 
Lutherans scholarships to Valparaiso 
university. Winners, of which there 
are five each year, receive $400 a 
year for four years, a total of $1,600 
each, applied toward tuition. Appli- 
cants, who must be insured members 
of A.A.L., are selected by Valparaiso 
officials on the basis of character, 
need, academic standing, and poten- 
tial contribution . to. the Lutheran 
church. 


To Use Mutual Benefit 
Policies as Prizes in 
Scholarship Contest 


Mutual Benefit Life education pol- 
icies totaling $75,000 will be awarded 
in May as prizes to 49 winners of a 
national scholarship contest conducted 
by Johnson & Johnson, pharmaceu- 
teical company, in cooperation with 
Mutual Benefit. 

The $75,000 will be provided by the 
youth scholarship fund which was set 
up by Johnson & Johnson to give 
greater educational opportunities to 
students in fields of their own choice. 
The contest will be an annual one. 

The contest will award scholarship 
prizes for the best 50-word essays 
that complete the statement: “A good 
education is important because .. .” 
Top prize will be $10,000, followed by 
two second prizes of $5,000 each, four 
third prizes of $2,500 each, six fourth 
prizes of $1,500 each and 36 fifth 
prizes of $1,000 each. 

Winners will receive Mutual Bene- 
fit contracts intended to endow at age 
18 with the amount of the prize won. 
All premiums will be fully prepaid 
by Johnson & Johnson. In case of 
death beforre the endowment date, 
settlement will be made of the ap- 
proximate amount of the prize mon- 
ey. 

The contest, which opens officially 
Feb. 4 and closes May 4, will be in- 
tensively promoted in magazines, TV 
and the press. 

The contest is under the direction of 
Kenneth Hawthorne, director of gen- 
eral promotions of Johnson & John- 
son, and Donald E. Lynch, director 
of public relations of Mutual Benefit 
The New York public relations firm 
of Ruder & Finn, Inc., has been re- 
tained to handle the contest public 
relations. 

The contest also will be open to 
parents and other adults. However, 
only persons under age 17 and one 
month on May 14 will be eligible to 
receive the Mutual Benefit policies. 
Contestants over that age must desig- 
nate a person of eligible age to re- 
ceive the policy which will mature 
when the recipient reaches age 18. 
Only one prize will be awarded to a 
family. 


The J&J scholarship fund will of- 
fer a general type scholarship appli- 
cable to any accredited college or 
course of study, rather than to any 
specialized schools or studies. The 
purpose is to bring about an increased 
interest in general scholarships, to 
give greater educational opportunities 
to students in a field of their own 
choice rather than one which is chosen 
for them. 

The contest is open to any indi- 
vidual of any age in the U. S. and 
Canada, except employes and their 
families of Johnson & Johnson and 
its affiliated companies, of Mutual 
Benefit and its agents, and the ad- 
vertising agencies of both companies. 
Entry blanks may be obtained from 
dealers and by writing to the national 
youth scholarship committee, 130 East 
59th street, New York, 22, N. Y. 


Jersey WQMDRT Members 


Honored at Newark Meeting 


New Jersey members of the Wom- 
en’s Quarter Million Dollar Round Ta- 
ble were guests of honor at the Dec- 
ember meeting of Newark Life Under- 
writers Assn. A. Jack Nussbaum, pres- 
ident of NALU, was there and pre- 
sented certificates to five life mem- 
bers of WQMDR and one certificate to 
a second-year qualifier. 





Short-Term Trust Packs Sales Appeal 


(CONTINUED FROM 


PAGE 9) 





have serviced and grown up with,” he 
said. 

Mr. Goldman especially emphasized 
the value of keeping records. 

“How are you going to get anywhere 
unless you know where you’ve been 
and what you’ve done wrong?” he 
asked. He also urged his listeners to 
spend a certain amount of time each 


day—even as little as 15 minutes—on 
learning something new, “and your 
knowledge over the years will snow- 
ball,” he promised. 

George Joseph, New England Life, 
association president, conducted the 
meeting. Bernard Lewis, Prudential, 
a member of the MDRT, introduced 
Mr. Goldman. 
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G. ALBERT LAWTON, C.L.U. 
Executive Vice-President 











--young. man 
toots his 
own horn-- 


Only a year after starting from 
scratch, Security-Connecticut’s 

Life youngster had over 9 
million total business .in force, 
and was entered in 22 states. 


We're right with the down beat, 
and not stopping for breath. 


Obviously, our first-year tempo 
has been quickened by wide 
acceptance of our many 


“exclusives”: 
Whole Life Investment — Security Protector Juvenile Complete Security 
Expectancy Endowment Juvenile Security Security Investment 


Equally important to our producers is the philosophy of a true 
agents’ company in our policy plans, our underwriting, and our 
commission and bonus system. Why not ask for details? 


SECURITY- CONNECTICUT 
LIFE Insurance Company 


New Haven, Connecticut 
Incorporated 1955, as one of the 
SECURITY-CONNECTICUT COMPANIES 


OFFERING TRULY MULTIPLE LINE SERVICE 
Parent Company Founded 1841 


ROBERT E. AKER 
Superintendent of Agencies 





Regional 
Group Manager 





Mid-West territory. Headquar- 
ters Chicago. Must have at least 
5 years successful group sales 
experience with life company 
writing complete group line. 
Must want rapid advancement. 
Write: Group Sales Manager, The 
Columbian National Life Insur- 
ance Company, 77 Franklin 
Street, Boston 12, Massachusetts. 
All replies confidential. 
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CHANGES IN THE FIELD 





Lincoln National Life 


James A. Lankford, supervisor at the 
Pool agency of Norfolk, has been ap- 
pointed assistant general agent. He 
has been a member of the Lincoln 
National Life field organization since 
1952 when the sales force of Reliance 
Life was merged with Lincoln Nation- 
al’s. He had joined Reliance in 1927 as 
assistant cashier in Norfolk. After be- 
coming cashier in Nashville, and later 
in Norfolk, he was transferred to the 
home office as assistant underwriter 
in the A&S division. Since 1940 he has 
been supervisor in the Norfolk office. 
During World War II Mr. Lankford 
headed the Virginia office while his 
state manager was in military service. 


Metropolitan Life 


James G. Callahan, district mana- 
ger for Metropolitan Life for many 
years in St. Louis, has retired. He is 
a one time secretary of the National 
Assn. of Life Underwriters and a form- 
er past president of St. Louis Life Un- 
derwriters Assn. 


Confederation Life 


M. P. Leonard has been named 
manager of a new division at Cin- 
cinnati. Other managerial appoint- 
ments are C. L. Mackall, Toledo; K. 
J. Murphy, Detroit; I. A. Shepard, 
Columbus. J. P. Roberts was named 
group manager at Detroit. In Canada, 


Confederation has appointed J. M 
Gimgras divisional manager at St. Jo- 
seph d’Alma; R. E. Hart, St. John- 
Moncton; J. A. L. Heppner, Montreal. 
New group managers are C. H. Cost- 
weil, Halifax; L. J. Bruneau and D. 
A. Telfer, Montreal; K. T. Paton, To- 
ronto; A. F. Cliff, Vancouver. 


National Life of Vt. 


Robert R. Cave has been appointed 
general agent in Boston, with offices at 
148 State street. 
He has been dis- 
trict manager at 
Brockton of New 
England Life’s 
Hays agency in 
Boston. A lawyer 
and CLU, he has 
been in the busi- 
ness since 1947. 
The previous gen- 
eral agent of Na- 
tional Life of Ver- 
mont at _ Boston 
was Kieran J. 
Hackett. 


Fidelity Mutual Life 


Arthur L. Gowell has been named 
general agent at Rochester, N. Y. He 
has been with Fidelity Mutual for 16 
years, first at the home office, and 
since 1948, at Camden, N. J. He has 
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COATES, HERFURTH & CHASE CONOVER 6& CO. 
ENGLAND Consulting Actuaries 
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GEORGIA 


RINTYE, STRIBLING | 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 


William-Oliver Bldg. 
JAckson 3-7771 
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BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company 
Management Consultants 


RICHMOND ATLANTA NEW YORK 





























ILLINOIS 


CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone CEntral 6-1288 


























Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Harry S. Tressel, M.A.I.A. Irma Kramer 


M. Wolfman, F.S.A. Wm. P. Kelly 
M. A. Moscovitch, A.S.A. D. W. Sneed 
A. E. Selwood 

FRanklin 2-4020 











IND. & NEB. 


Haight, Davis & Haight. Inc. 


Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 























NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 

ST. LOUIS KANSAS CITY 
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Consulting Actuaries 
Auditors and Accountants 


Wolfe. Coreoran & Linder 
116 John Street, New York, N. Y. 

















WASHINGTON & 
CALIFORNIA 








Milliman & Robertson 


Consulting Actuaries 


914 Second Ave. 400 Montgomery St. 














Seattle 4, Wash. Sen Francisco 4. Calif 











Manufacturers Life 


Geraid W. Singleton has been ap- 
pointed assistant manager of the Col- 
umbus, O., branch. Well known in 
Columbus life insurance circles, Mr. 
Singleton has been in sales manage- 
ment for the past 18 years. 


Travelers 


George H. Durbin has been appoint- 
ed manager at Oklahoma City to suc- 
ceed George N. 
Feild who has 
been granted a 
leave of absence 
on the advice of 
his physician. 
Marvin J. Grimm 
has been named 
manager at . Salt 
Lake City to suc- 
ceéd ' Albert E. 
Buckwell who has 
- retired after 38 

: years’ service with 
oh. 5. etenmn Travelers. Robert 
G. Bruce has been appointed mana- 
ger at Fresno to replace Harold F. 
Trunk who has been granted a leave 
of absence on the advice of his phy- 








R. G. Bruce 


G. H. Durbin 


sician. Mr. Durbin joined the company 
in 1952 as a field supervisor at Hous- 
ton and went to the training and spec- 
ial services division at the home office 
in 1955. Mr. Feild joined the company 
at Oklahoma City in 1928 and became 
manager in 1937. Mr. Grimm joined 
the company as an agency service rep- 
resentative at Omaha in 1952 and be- 
came assistant manager, with head- 
quarters at Lincoln, in 1955. Mr. Buck- 
well joined the company at Los An- 
geles and became manager at Salt 
Lake City in 1926. Mr. Bruce joined 
the company at Los Angeles in 1953 
and became assistant manager in 1955. 
Mr. Trunk joined the company as 
group assistant at San Francisco in 
1926 and became manager at Fresno 
in 1944. 


State Life of Indiana 


Roman E. Carr has been appointed 
to the newly created post of regional 
director for Virginia and North Caro- 
lina. 

Mr. Carr, in insurance for 16 years, 
previously was manager of the Nor- 
folk agency, and he is now returning 
to the organizational and production 








Convention Dates 


Feb. 4-6, Health Insurance Assn. of America, 
group insurance forum, Drake hotel, Chicago. 

Mar. 4-5, American Life Convention, regional, 
Schroeder hotel, Milwaukee. 

Mar. 18-20, Life Insurance Agency Manage- 
ment Conference, Edgewater Beach hotel, 
Chicago. 

Mar. 21-22, Society of Actuaries, eastern, Com- 
modore hotel, New York City. 

Mar. 24-29, National Assn. of Life Under- 
writers, midyear, Hotel Roanoke, Roanoke. 

Apr. 1-2, American Life Convention, regional, 
Andrew Jackson hotel, Nashville. 

April 11-13, Home Office Life Underwriters 
Assn., annual, Greenbrier hotel, White 
Sulphur Springs. 

Apr. 12-13, American Society of C.L.U.’s, exec- 
utive committee, Philadelphia. 

April 15-17, Life Insurance Agency Manage- 
ment Assn. A&S Meeting, Edgewater Beach 
hotel, Chicago. 

Apr. 18-19, Life Advertisers Assn., north-cen- 
tral round table, Drake hotel, Chicago. 

April 29-May 1, Life Insurance Agency Man- 
agement Assn. Combination Companies Con- 
ference, Hollywood Beach hotel, Hollywood, 
Fla. 





—— 


field after having helped establish ; 
15% increase for the past year in th 
company’s nation-wide organization x 
its supervisor of agencies. 


Northwestern National Life 


Ray E. Habermann, outstate map. 
ager for the White & Odell agency 4 
Northwestern National Life for th 
past 21 years, has retired. 

Mr. Habermann, who saw the agen. 
cy develop from a million dollar yp; 
in 1935 to better than a $10 millig, 
agency in 1956, is writing a book q 
his agency management methods. 


Ohio Nat’onal Life 


Leonard J. Popma Jr. has _ bee 
named new general agent for Ohi 
National Life at Portland, Ore., ang 
associated with him as general map. 
ager is Joseph J. Fitzgerald. Bot, 
were formerly with Southland Life 4 
Portland. 


Prudential 


James S. Van Lanen has been pn. 
moted to staff manager at Prudential; 
Marquette, Mich. office. In his ney 
position, Mr. Van Lanen will supervis 
agent sales and service activities. ke 
joined Prudential as an agent in 1954 

Franklin J. Wohlferd has bee 
named division manager at Prudep. 
tial’s Madison agency to supervise th 
sales and service activities of special 
agents. Mr. Wohlferd joined Pruden. 
tial at the Madison agency in 1954, 


Connecticut General 


Robert K. Gault has been named dis. 
trict manager at San Diego to succeed 
Kenneth A. Stevenson, who requested 
to be relieved of managerial duties in 
order to devote full time to personal 
insurance work. Mr. Gault has been in 
charge of Connecticut General’s group 
operations at San Diego since 1946. Mr. 
Stevenson, district manager since 195}, 
joined the company in 1946. 


Franklin Life 


Glenn Duttenhaver has been ap- 
pointed brokerage manager in the In- 
dianapolis area for Franklin Life. 


American United Life 


American United Life has opened a 
new reinsurance regional office at At- 
lanta under the direction of Fletcher G. 
Shepard, who for the past year has 
been head of the company’s reinsur- 
ance office at Cincinnati. Mr. Shepard 
has been in insurance for 25 years and 
has concentrated on organizational and 
managerial problems. He also has had 
actuarial experience. 





‘MANAGEMENT 
a CONSULTANTS 











O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 











BOWLES, ANDREWS & TOWNE 
ACTUARIES 
Insurance Company 


Management Consultants 
RICHMOND ATLANTA NEW YORK 











“Service Guide 

















ACTUARIAL COMPUTING 
SERVICE, INC. 
684 West Peachtree 
=f Street, N. W., Atlanta 8, 
SB Georgia, Telephone TRin- 
ity 5-6727. 
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NEWS OF LIFE ASSOCIATIONS 





Detroit Agent, Manager 
Panels Tell What Is 
Expected of Each Other 


During December the Detroit Life 
Underwriters Assn. and Detroit Life 
Agency Management Assn. held meet- 
ings which they believe to be a “first” 
in life association circles. At a meet- 
ing of Detroit Life Underwriters 
Assn. the program consisted of a panel 
of general agents and managers who 
discussed “What Management Expects 
of the Agent.” Then, a week later, at 
a meeting of the Detroit managers, 
a panel of agents told management 
“What the Agent Expects of Manage- 

ent.” 
ieny significant phases of the busi- 
ness were discussed by both panels. 
It was brought out that the most im- 
portant function of management is to 
maintain high agency morale at all 
times, to have agency meetings only 
if they are well prepared, and these 
meetings should always be well at- 
tended. The agent also expects his 
general agent or manager to be ac- 
tive in associations and should en- 
courage his agents to do likewise. The 
general agent’s public and business 
life is extremely important in the eyes 
of the egent; also his personal traits 
can be very helpful to the agent, the 
panels de cided. 

The miunagement panel divided its 
discussion into four categories, name- 
ly, results, growth, cooperation and 
philosophy. The panel emphasized the 
fact that inany factors other than pro- 
duction are extremely important in 
the operation of a successful agency. 

The management panel _ included 
Coy G. Eklund, Equitable Society; Ar- 
thur H. Wellnitz, Metropolitan Life; 
Albert A. Wistert, Bankers Life of 
Nebraska; E. H. Meyers Jr., Fidelity 
Mutual Life; William H. Klingbeil, 
Prudential, and moderator E. Joseph 
Gryson, Connecticut’ General Life. 

The agents’ panel consisted of Frank 
M. Minninger, Connecticut General 
Life; Joseph B. Davis, Home Life; 
Donald W. Blaesser, Penn Mutual Life; 
James T. Rohrig, Bankers Life of 
Nebraska; James W. Titus, Metropoli- 
tan Life, and Richard J. Owen, Fidel- 
ity Mutual Life, moderator. 


Cal. Assn. Officers Meet 


with Executive Committee 


Thomas Reneau, president of Cal- 
ifornia Assn. of Life Underwriters, and 
Donald Burns, executive secretary, 
discussed the association’s legislative 
program and outlook with northern 
California members of the executive 
committee at San Francisco. In par- 
ticular, the officers said they expected 
a bill pertaining to the type of receipts 
to be issued for life premium pay- 
ments to be withdrawn or dropped by 
default. The state association has op- 
posed this bill. 

A similar meeting with executive 
committee members from the southern 
dd of the state was held at Bakers- 
ield. 


Best Year Predicted at 


S. F. Sales Congress 


This new year probably will be the 
most productive in life insurance his- 
tory, A. R. Jaqua, director of the SMU 
institute, predicted to 650 agents at- 
tending the Northern California Life 
Underwriters Sales Congress in San 
Francisco. 

Mr. Jaqua attributed his prognosti- 
cation to the huge market for life cov- 
erage on wives, juveniles and busi- 
hessmen, and the increasingly better 
understanding among the public of the 





utility of life policies. He said it is the 
agent’s job to overcome procrastina- 
tion—not to educate. He added that 
the agent must act as a sole proprietor 
to pick his market, learn his product 
and be his own boss. His self-discipline 
will largely control his success. 


William H. Gatling, Jefferson Stand- 
ard Life, was guest speaker at Cleve- 
land Life Underwriters Assn. lunch- 
eon at the Hollenden hotel. 


Pittsburgh—Thomas H. Burke, Penn Mutual, 
Pittsburgh, addressed Fayette county branch 
on Jan. 24 at Howard Johnson restuarant. 
Paul B. Strom, assistant general agent of 
Aetna Life at Pittsburgh, spoke to Beaver 
valley branch. Harry M. Corbett Jr., manager 
of recruiting and training of State Mutual at 
Pittsburgh, addressed New Castle branch. 
Thomas J. McDonough, Bankers Life of Neb- 
raska, Pittsburgh, appeared before Washington 
branch. John A. Utz, Kansas City Life, Pitts- 
burgh, addressed Butler branch. 


Oconomowoc, W'‘s.—Jerome Boyer, assistant 
secretary of Northwestern Mutual Life in 
charge of claims, discussed ‘“‘The Sunny Side 
of the Street’ at a luncheon meeting of the 
Land O’Lakes association. 


Buffallo—Earl M. Schwemm, manager of 
Great-West Life at Chicago, spoke. 


La Porte, Ind.—John W. Heddens, trust of- 
ficer of Continental Bank & Trust Co. of Chi- 
cago and president of Chicago Life Insurance 
& Trust Council, spoke. 


McLain Chairman, Cameron 


President of Guardian Life 


(CONTINUED FROM PAGE 1) 


in 1922 with Travelers and later was 
with the actuarial consulting firm of 
George B. Buck at New York before 
joining Guardian as assistant actuary 
in 1930. He is a fellow of Society of 
Actuaries. He is a past president of 
the board of representatives of the 
city of Stamford, where he lives, and 
is currently on the finance board. 
Mr. Conklin was vice-president of a 
New York investment firm before 
joining Guardian’s investment depart- 
ment in 1939. He has served as chair- 
man of the Financial Section of ALC 
and is now chairman of the Life In- 
surance Assn. of America subcommit- 


tee on monetary policy and debt man- 
agement and of the LIAMA research 
advisory technical committee. 

Mr. Lyons entered life insurance 
with Travelers in 1926 and was chief 
assistant actuary of the New Jersey 
department before joining Guardian 
in 1943 as assistant actuary. He is a 
fellow of both Society of Actuaries 
and Casualty Actuarial Society and 
was a member of the board of govern- 
ors of former Bureau of A&H Under- 
writers. 





Texas Selectmen Meet 

Dr. Jarrel E. Miller, head of the de- 
partment of radiology at Baylor hos- 
pital, Dallas, addressed the January 
meeting of Texas Home Office Life 
Underwriters Assn. “X-rays, Its Uses 
and Limitations” was his topic. 
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DIRECTOR OF AGENCIES 


for over-all management of young, progressive 
mid-western company writing life, accident and 
sickness. 


This is an unusual opportunity for a person 
with experience in agency development and 





Cal. for White All the Way 


to Presidency of NALU 


LOS ANGELES—A campaign is be- 
ing quietly organized through the Cal- 
ifornia Assn. of Life Underwriters to 
eventually carry Jack White, Pruden- 
tial, Los Angeles to the presidency of 
the National Assn. of Life Underwrit- 
ers. 

The movement got its start with 
adoption of a resolution endorsing Mr. 
White for election as secretary of the 
National at the recent state conven- 
tion at Palo Alto. Before presenting 
the resolution his sponsors obtained 
his consent to permit his name to be 
put forward and later it was revealed 
that the goal was the presidency. Mr. 
White, who has been active in local, 
state and National association activ- 
ities practically since he entered the 
business 25 years ago, is now a trustee 
of the NALU. Another objective is to 
bring the national convention out to 
California, if and when he becomes 
president, or the year after according 
to present commitments of the Na- 
tional association. 





NALU to Give Award for 


Best Insurance Article 


National Assn. of Life Underwrit- 
ers has established a Life Association 
News Award, in the form of a plaque, 
to be given annually to the author of 
the best article appearing in LAN. 
Quality will be judged on the basis of 
the article’s contribution to or com- 
mentary on the conduct of life insur- 
ance. 

NALU Managing Director Lester O. 
Schriver and LAN editors will screen 
the articles, submitting at least 12 for 
review by the judges. 

Judges for the 1957 award are Hor- 
ace R. Smith, superintendent of agen- 
cies Connecticut Mutual; William D. 
Elton, vice-president U. S. Review 
Publishing Co., Philadelphia; Harry 
Kaplan, manager Metropolitan Life, 
Paterson, N. J. 

The project has two main purposes; 
To honor the author beyond the print- 
ing of his by-line; and to stimulate 
“open discussion of life insurance top- 
ics in NALU’s official magazine.” 


Write giving full personal, business data and 
salary range. 


Address Box S-7, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 








LIFE SALES MANAGER 
A&H SALES MANAGER 


Two Agency Department Home Office 
Administrators wanted by a fast-growing 
middlewestern Life and A&H company 
entered in 39 states to build home office 
and field ph of pany. Background 
of experience in a company home office 
or as a "second man" in a large agency 
preferred. Unlimited opportunities for ad- 
va + in pany structure. Replies 
will be held confidential. Write full details. 
Box S-44, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














WANTED 
TRAINING DIRECTOR 


Strong combination company, 20 years old, with 
Home Office in North Carolina, desires man 
capable of setting up and directing training 
program, with some background in sales pro- 
motion work. 





Attractive salary, excellent retirement plan, 
wonderful opportunity for advancement. Write 
fully about yourself, including photo. Replies 
STRICTLY CONFIDENTIAL. Write Box R-93, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 








WANTED 


ger for trade association 
70,000 members. Familiar with financial 


and business operation, handle conventions 


Rise? vi 





and general charge of business operation. 
Experience in business of a large agency or 
insurance company preferred. Address Box 
NY-58, Advertising Dept., c/o The National 
Underwriter Co., 99 John St., New York 
38, N.Y. 








WANTED 


One of the oldest and largest actuarial and con- 
sulting organizations desires a Group Insurance 
Technician completely experienced in analyzing 
Group Plans, Designing Group Plans, Computing 
rates, analyzing experience, research, and han- 
dling administration of such plans. Sales experi- 
ence not important. Salary commensurate with 
background and experience. Please send complete 
resu e of actual experience along with starting 
salary desired. All replies in strict confidence. 
Box S-46, c/o The National Underwriter Co., 175 
W. Jackson Blivd., Chicago 4, III. 








WANTED TO BUY 


Small or medium size Life Insurance Com- 
pany. Replies confidential. PIONEER IN- 
VESTMENT COMPANY, P.O. Box 463, 
CHICAGO 90, ILLINOIS. 








AN OPENING FOR: 
Young Actuarial student, 3 exams, techni- 
cal work in Actuarial Department of mul- 
tiple line smaller company. Small city 
location. Write Box $-27, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ACTUARY WANTED 
Progressive fast growing company in mid- 
west desires an Actuary or Assistant 
Actuary to assist in office and Agency 
Departments. Age no abstacle. Address 
Box S-40, c/o The National Underwriter 
C>., 175 W. Jackson Blvd., Chicago 4, Ill. 





AVAILABLE 


Home Office Group Administrative Assistant. 
Experienced in Claims, Retentions, Proposal 
Preparation and Renewal Underwriting. Soalary 
open. Prefer Southeast. Address Box S-38, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








WANTED 


Associate, aged 25-35, minimum of three years’ 
experience in Ordinary Life, to head Actuarial 
research and statement unit for progressive 

di sized company in small eastern com- 





munity. Starting salary commensurate with ex- 
rience and training. Address Box S-22, c/o 
he National Underwriter Co., 175 W. Jackson 








Blvd., Chicago 4, Ill. 


SITUATION WANTED 
Actuarial Graduate with 23 years experience in 
Life Company offices desires position with op- 
portunity. Capable of ging small company 
office or any department of larger company. 
My present employer knows of this ad and may 
be contacted for references. Address Box S-43, 
c/o The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Ill. 
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Set Program for N. Y. Pru Realigns Agency yar ees rite at Hae, Met Gives Collins 


Managers ‘Saratoga 
Meeting’ Feb. 15-16 


The annual general agents and man- 
agers conference run by New York 
State Assn. of Life Underwriters will 
take place Feb. 15-16 at the Gideon 
Putnam hotel, Saratoga Springs. 
Theme of the meeting is “Tomorrow’s 
Solutions for Today’s Problems.” Three 
of the speakers are from outsude the 
life insurance business. 

Speakers and their topics are 
Dwayne Orton, International Business 
Machines educational consultant and 
editor of its magazine Think, who will 
discuss “Tomorrow’s Sales Managers”; 
Perrin Stryker of Fortune Magazine’s 
board of editors, who will discuss 
“Business Man or Bureaucrat”; Rich- 
ard Pille, president of Security Mutual 
Life of Binghamton, N. Y. and imme- 
diate past president of LIAMA, who 
will open the conference and keynote 
the program with a talk on “Today’s 
Challenges” and Eugene M. Thore, 
general counsel of Life Insurance Assn. 
of America, who will talk on what the 
government is going to contribute to 
tomorrow’s problems for the life insur- 
ance general agent and manager. 

An innovation will be a talk by a 
Princeton senior who conducted a sur- 
vey for the university newspaper on 
“The Undergraduate Looks at Tomor- 
row’s Career in Life Insurance.” He is 
Jack L. Goodman, special feature di- 
rector of the Daily Princetonian. 

Harold A. Loewenheim, Home Life, 
New York City, regional vice-presi- 
dent of the state association, is pro- 
gram chairman. 





BERRIEN TARRANT, 54, president 
of Berrien Tarrant & Associates, in- 
dustrial relations counselors at Chica- 
go and former general agent at Chi- 
cago for Canada Life, died. He lived 
in suburban Winnetka. 


Regions, Promotes 5 
to Agency Directors 


Prudential has realigned some su- 
pervision and administration functions 
in the ordinary and district agencies 
departments to provide closer contact 
between the home office and the field. 

A New Jersey region has been cre- 
ated to suprevise ordinary agencies 
throughout that state. The region will 
be headed by Ray F. Githens, associ- 
ate director of agencies at the home 
office since last summer, who has 
been promoted to director of agencies. 
He joined the company at Toledo in 
1940, advancing to brokerage manager 
at Newark and assistant director of 
agencies at the Minneapolis home of- 
fice. 

A greater New York region has 
been set up to supervise ordinary 
agencies in New York City, Long Is- 
land and Westchester county. The re- 
gion will be headed by Richard N. 
McFadden, district manager at New 
York since 1953, who also has been 
promoted to director of agencies. He 
joined the company at Newark in 
1948, advancing to assistant manager 
and regional supervisor in the home 
office. 

The two new regions represent a 
realignment of parts of the territory 
formerly covered by the metropolitan 
and eastern regions. The remaining 
part of the metropolitan region takes in 
Pennsylvania, Maryland and District 
of Columbia and will be known as the 
central Atlantic region. It will con- 
tinue under the supervision of Clair 
F. Carlin, director of agencies. The 
upper New York state and New Eng- 
land agencies which were part of the 
eastern region, will constitute the 
northeastern region. Theodore A. 
Peake, director of agencies, will con- 
tinue in charge. 

The district agencies department 
has set up three new regions to serve 
New England and eastern New York 


ford. Gordon N. Carlson, former dis- 
trict manager at Harrisburg, Pa., will 
be in charge as director of agencies. 

Charles J. Hyde, former associate 
director of agencies in the metropoli- 
tan region at New York, has been 
promoted to director of agencies and 
placed in charge of the northern New 
England region with headquarters at 
Boston. 

Headquarters of the eastern New 
York region will be at Albany. Paul 
E. Long, former associate director of 
agencies in the Allegheny region at 
Pittsburgh, has been promoted to di- 
rector of agencies in charge of the 
new region. 





Publicize Bennett Mix Up 

Midwest newspapers are giving ex- 
tensive publicity to the arrest in Des 
Moines last week of Commissioner 
Oliver P. Bennett of Iowa on a charge 
of taking a 67 cent tube of hair dress- 
ing from a drug store. Mr. Bennet was 
detained in the Des Moines jail for 
five hours and was not released until 
his son, James, a Des Moines attorney, 
accompanied by Municipal Judge D. L. 
Tidrick, had him released. Mr. Bennett 
had been confirmed as Iowa commis- 
sioner the day before after having 
served an interim appointment. 

He vehemently denied there was any 
theft and asserted he had paid for the 
item. He also said he was manhandled 
by two city detectives and kept in jail 
without permission to use the tele- 
phone. 

A cab driver who was in the drug 
store said he was at the cashier’s 
counter and saw someone reach past 
him and pay for a tube of hair cream. 

On Tuesday of this week the charges 
were dismissed. The drug store pro- 
prietors said “a terrible mistake had 
been made” after a check of the rec- 
ords showed a 67 cent sale had been 
made at the time of the incident. 

Mr. Bennett’s unfortunate plight was 
given excellent newspaper coverage. 
He said: “Of all the damned things that 
ever happened to a person, this is the 
worst.” : 











Additional 1957 Dividend Action Announced by Companies 


pe a . 
Funds Left with Company 











“Funds Left with Company 


h : Non- = | % 
Current Old With- With- Accum. Current Old with- With Accum. 
Name of Company Policies Policies drawable drawable Div’ds. | Name of Company Policies Policies drawable drawable Div'ds. 
% % % % % % 
Aid Aoe.; Ath oko Same as '56 Same as "56 3.25 3.25 3.50 | Natl. Equity ............. de ih Guaranteed Rate 3 
Bankers Mut., Il. ........ Same as '56 = 2.5 2.5 3 Natl. Far. Union ......... e 2.5 2.5 2.5 
Benefit Asso. R. E. ...... Revised Revised Guaranteed” Rate 3 Northern, Wash. .......... a J 2.5 2.25 3 
Berkshire Life ........... Same as 56 Same as ’56 3 3 Northwestern Mut. ........ Revised (y) 3 3 3 
Boston Mutual ........... (t) (t) 2.5 2 2 Ohio National ........... Increased Increased 3.25 3 3.25 
Same as '56 Same as ’56 Ohio State Life .......... Approx. Same as 56 
Cal-Farm Life ........... " ” 2.5 2 2 10% Incr. 3 3 3.25 
Camm AP. 05. 6c Increased att 3 3 | Old Line, Wis. ........... Same as 56 4 3 3 3 
Central Amer. ............ Same as 56 Sameas’56 ... 3 4 | Olympic Natl ........... 2 is 3 3 2.75 
Central Life, Ia. ....... ss ” ” 3 3 3.25 Pacific Mutual ........... - ” 3.15 3.15 3.15 
Citizens National ......... ” ” 2.5 2.5 3 Philadelphia Life ......... Approx. Approx. 
Coastal States, Ga. ....... 21 is 2.5 2.5 $ 5% Incr. 5% Incr. 3.25 3.25 3.35 
Connecticut Genl. ......... ” ” 3 3 3 Postal Life, N. Y. ....:... Same as '56 Same as’56 3 3 3 
Continental Assur. ........ #4 - 3.15 3 3.15 | Protective, Ala. .......... 4 4 3 3 3 
Continental, Tex. ....... oe ° oud 2.5 2.5 2.5 Rural Security ........... Approx. Approx. 2.75 2.75 2.75 
Crown Life, Canada ....... Increased ai 3.5 3 3.5 30% Incr. 30% Incr. 
Empire State Mut. ....... . Same as’56 Approx. Security Ben., Kan. ...4... Same as 56 Sameas'56 3 2.5 3 
5% Der. 3 3 3 Security L. & T. ......06.. sd sed 3.5 3.5 4 
Equitable Life, Can. ...... Approx. Approx. Security Mut., N. Y. ...... = 4: 3 3 3.25 
112% Iner.11/2% Incr. 3% 3% 4 Union Mutual, Me. ......... Increased sate 3(m) 3(m) 3(m) 
Equitable Life, Ia. ....... Approx. Approx. United Services .......... Same as '56 boos 3 3 3 
8% Incr. 8% Incr. 3 3 3 Victory Mutual ........... i Gis 2.5 2.5 2.5 
Fidelity Mutual., Pa. ...... Same as ’56 Sameas’56 3 3 3 Western National ......... ve Sameas’56 ... 2.5 3 
First Pyramid, Ark. ...... Slight chgs. Slight chgs. 3 3 3 Wisconsin Life ........... Approx. Same as ’56 
Franklin Life ....cceccceee Same as 56 Sameas’56 2.5 2.5 3(w) fy) 
Great Southern .......see00 * “ 3 2.75 3 36% Incr. 3 2.5 3.5 
Guaranty Income .....see0e ” ” 2.5 2.5 3.5 World Ins., Neb. .......... Same as ’56 Sameas’56 2 2 2.75 
fon I. Los ne nee eeeee increased AI 3 3 3 (m) Except 212% on policies dated 1948 and later held in trust. 
Jefferson Standard ........ Same as 56 Sameas’56 4 4 4 (t) To Dec. 31, 1957 
Kentucky Home Mut. ...... * sd 2.5 2.5 2.5 (u) Except for some adjustments on term policies. 
STR. ses wna n%'e ve oe Increased Increased 3.75 3.75 3.75 | (v) Except for increase on one plan. 
Loyal Protective .......... Same as "56 Sameas’56 3.1 a2 3.1 (w) 22% on Retirement Annuities. 
Serr id <4 3 3 3 (x) Amer. Exp. 3% policies issued Sept. 1, 1935 to Nov. 1, 1947. revised scale; 
Manhattan Mut. ........ . New schedule Same as 56 92.5 2.5 3 over all increase. 
Midland Mutual .......... Approx. Approx. (y) No change in American Exp. policies; CSO policies, revised. 
10% Incr. 10% Incr. 3 > 3.25 All effective dates are Jan. 1 except Berkshire Life, May 1; Central Life, Ia., May 
ON, MS Sve cece se New rates Approx. 1; Coastal States, Ga., April 1; Continental, Tex., March 15; Crown Life, July 1; 
and divs. 7% Incr. 4 4 4 Equitable Life, Ia., March 1; Franklin Life, April 1; Guaranty Income, March 1; 
Monarch, Mass. .......... Same as 56 Sameas’56 3 2.5 3 Jefferson Standard, April 1; Ky. Home Mutual, March 16; Manhattan Mutual, March 
(u) 1; National Educators, March 1; National Equity, May 1; Northern, Wash., Feb. 1; 
Mutual Trust, Ill. ........ Same as 56 Sameas’56 3.2 3.2 3.05 Protective, Ala., June 1; Security L.&T., May 1; Security Mut., N. Y., May 1; 
Mut. Ben. Soc., Md. ..... 7 (x) 3 3 3 United Services, May. 1. 
Natl. Educators .......... Same as ‘56 Sameas’56 3 3 3.5 


New Assignment 


NEW YORK-—Stanley C. Collins, ; 
district agent in Buffalo for Metro. 
politan Life ang 
immediate _ past 
president of Na. 
tional Assn. gf 
Life Underwrit. 
ers, has been giy. 
en a new assign. 
ment by C. J 
North, Metropoli. 
tan’s _ vice-presj. 
dent in charge oj 
field manage. 
ment. His is cur. 
rently on _leaye 
from his district, 

“Mr. Collins’ new assignment for the 
time being will be largely in relation 
to agent training and development, 
with particular emphasis on interpret. 
ing these activities from the viewpoint 
of an active, veteran field agent,” said 
the Metropolitan announcement. “Be. 
cause of his long experience in the life 
underwriters organization, it is antici. 
pated that he will continue his active 
interest in NALU affairs.” 

Mr. Collins, who became a Metro- 
politan agent in 1933, is the only debit 
agent to serve as president of NALU 
while still an agent. He now is an ex- 
officio member of NALU’s board. Prior 
to his election as president for the 
1955-56 term, he served as vice-presi- 
dent, secretary and trustee of the na- 
tional association. He also has held all 
offices, including the presidency, of 
New York State and Buffalo Assns, 
of Life Underwriters and Buffalo CLU 
chapter. iTa, 





Stanley C. Collins 


Boast Unique Format 
for Northern Cal. Agency 


Management Parley 

The Northern California Agency 
Management Conference, scheduled 
for Feb. 19-21 at Del Monte Lodge, 
Pebble Beach, Cal., is expected to he 
unique fer such a meeting. The con- 
ference has taken on a distinctly new 
format in every particular, even to 
the extension of sessions. to three days 
and the selection of a resort setting as 
the meeting place. San Francisco Gen- 
eral Agents & Managers Assn., headed 
by B. W. Walker, New York Life, 
sponsors the conference. 

The speakers, named by E. A. Ellis, 
Pacific Mutual Life, program chair- 
man, are: 

William T. Earls, general agent for 
the Mutual Benefit at Cincinnati and 
a past president of the Million Dollar 
Round Table; John A. Hill, general 
agent, Aetna, Toledo, O; Robert 
Woods, Massachusetts Mutual, Los 
Angeles; Coy G. Eklund, Equitable So- 
ciety, Detroit; Ron Stever, pension 
specialist, Los Angeles; Frank Ded- 
man, New England Life, Oakland, Cal.; 
Franklin Stull, Penn Mutual, Seattle; 
Henry C. Hunken, Connecticut Gen- 
eral Life general agent, Chicago; Ray 
Johnson, vice-president, New York 
Life; Lee Waggoner, vice-president, 
western territory, Mutual Life of New 
York, and Fred Schnell, vice-president 
western division, Prudential. 

York, and Fred Schnell, 2nd vice-pres- 
ident western division, Prudential. 

Those who are to conduct room hop- 
ping sessions are: Arthur D. Hemphill, 
Equitable Society; Gordon W. Hay, 
manager, Mutual Life of N. Y.; J. Den- 
ny Nelson, Aetna; Hugh W. Davy, 
Home Life; Robert E. Cecil, West 
Coast Life; and G. Cameron Hurst Jr., 
New York Life. 
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"IT'S A LONELY EXISTENCE for a man away from home, 
away from family, friends and familiar scenes. 
Just ask any fellow whose company unavoidably 
re-locates him in a strange town. Or ask the 
man who's always on the go, living out of 
suitcases in strange hotels. Or maybe you know 
from experience. 


"INCIDENTALLY, you can skip those of us who repre— 
sent The Union Central Life Insurance Company. 
Me, for instance. I chose my own job location. 
That's because The Union Central operates in 
every state, serves practically every city and 
town in the country—-wherever people need life 
insurance. I guess you'd say that's just about 
everywhere. 


"THE FACT IS, I'll bet there are hundreds of people 
in your town who can be served best by The 
Union Central. By that I mean the Company has 
a complete line of policies——-issued from birth 
to age 70--to take care of every known life 
insurance need. Yes sir, there's probably a 
good business right there in your town, wait— 
ing for the right man to take advantage of it." 


CHOICE OF LOCATION is one of many career advantages provided by 
The Union Central. Others include: thorough, effective training; 
liberal retirement and pension plans; company stability and 
national reputation; unlimited opportunities for advancement 
in sales, management and administration. In addition, the 
Company actively supports its men in the field with scientific 
prospecting procedures, sales presentations to fit every type 
market and research tested promotional material—whatever the 
agents need to stimulate interest and conviction. So if you’re 
interested in a rewarding career, drop us a line and we'll be glad 
to arrange an interview at one of our local offices near you. 





























THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 


One of America’s great companies—with over 
two billion dollars of life insurance in force ! 


@ This ad is designed to be of service to young men contemplating a career in life insurance. 




























































































ANALYSIS 
AND 
PROGRAMMING 








“Money When It's Needed” is Berkshire’s new, beautifully 
designed, easy to use visual programming device. It has all the 
flexibility needed for smooth, effective approaches to estate 
analysis, simple or advanced programming, or package sales. 
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ACCIDENT & SICKNESS 

All policies . . . and their presentation .. . have been 
re-designed to speed the sale. A new, complete, con- 
venient to use kit covers: “Non-Cancellable & Guar- 
anteed Renewable Disability,” ‘Superior Accident,” 
“Modern Disability,” “Hospital Expense,” “Accident 
Expense,” “Centennial Disability” and a “What To Sell 
& How To Sell It” booklet. 
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ERKSHIRE 
LIFE INSURANCE Co. 


Life, Annuities, Pension Plans and Accident & Sickness 
W. RANKIN FUREY, C.L.U. 


A MUTUAL COMPANY °* 18651 


GEORGE D. COVELL, C.L.U. 
t Agency Vice President 























AGENT'S TRAINING PROGRAM 
5 clearly written manuals literally 
speed you to more successful 
insurance selling. 
They are 
arranged 
and 
indexed 
for 
permanent, 
convenient 
reference. 





































SINGLE NEED INSURANCE 
Benefit from swiftly paced sales methods when you recommend ‘“‘Money-Backer,” 
“Executive Protector” or Juvenile policies. A conveniently organized kit covers 
each—complete with planning and sales literature, “prospect finders,” mailers, 
“rail-to-run-on” guides. 
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INSURED PENSION SYSTEM 


You can be fingertip fast, 
to make the most 
of the time busy 
executives can 
spare. It's a 
simple matter 
to readily put 
your hands on 
all facts and 
figures; they are 
conveniently assembled in an 
“attache” style presentation case. 












* BUSINESS INSURANCE 
Berkshire’s ‘Ownership 
» Control Plans” Kit gets 
you on the target 
in a hurry. 
Dealing with 
businessmen, 
you'll know 

what to 
recommend 

and how to do 
it... through 
organizers, pre- 
approach and 
follow-up letters, 
visual sales aids 
and other useful 
selling tools. 
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